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Merger Proposed Of 
Globe And Rutgers 
And American Home 


G. & R. Will Be Surviving Com- 
pany But Name Will Be Changed 
to American Home Assur. 


' YOUNGMAN EXPLAINS MOVE 


Since C. V. Starr & Co., Inc., Took 
Control of Group in 1952 Assets 
of Three Cos. Are Up 23% 


Action of directors of the American 
Home Assurance of New York and the 
Globe and Rutgers Fire of New York in 
recommending a merger of those two 
companies is announced by William S. 
Youngman, Jr., board chairman of both 
companies and president of C. V. Starr 
& Co., Inc. The last named and its as- 
sociates Own majority interest in the 
Globe & Rutgers which has controlling 
interest in the American Home and the 
Insurance Company of the State of 
Pennsylvania. Stockholders of the two 
companies will vote on the proposed 
merger at special meetings on Decem- 
ber 1. 

The Globe and Rutgers will be the sur- 
viving company but its name will be 
changed to American Home Assurance 
Company. 


Does Not Involve State of Pa. 


The proposed merger does not involve 
the Insurance Company of the State of 
Pennsylvania, which will continue as a 
separate company, Mr. Youngman states. 

“Since C. V. Starr & Co., Inc., and its 
associates acquired control ‘of the Globe 
and Rutgers group in October, 1952, the 
aggregate assets of the three companies 
of that group have increased 23%, from 
$31,964,768 to $39,313,419 as of June 30, 
1954,” Says Mr. Youngman. “In the 
same period the aggregate policyholders’ 
' surpluses increased 20%, from $15,196,223 
- to $18,222,403. Net premiums written for 
the 12 months ended June 30, 1954, were 
$15,213,289, a 25% increase over net pre- 
miums of $12,187,194 for the 12 months 
ended June 30, 1952. 

“The merger, if approved, will repre- 
» sent another forward step in the de- 
_ velopment of these companies since be- 
coming identified with the C. V. Starr 
insurance interests,” Mr. Youngman said. 

“Besides efficiencies that can be realized 
- through simplification and unification of 
the two companies’ operations, which 
' are now conducted largely along parallel 
lines, new business opportunities will be 
_ afforded by the increased size of the 
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Connecticut Mutual 
Reduces Premiums 
On Popular Plans 


Increase in Dividend Scale for 
1955 on All Policies Also 
Announced 


WHAT POLICIES AFFECTED 


President Fraser Says Larger Aver- 
age Policy and Good 
Mortality Factors 


Reduced premiums on several popular 
plans of insurance and an upward ad- 
justment in the dividend scale for 1955 
on all plans was announced on Monday 
by Peter M. Fraser, president of Con- 
necticut Mutual Life. received 
the news at special meetings held in all 
80 agencies of the company on Monday 


Agents 


morning. 

The premium 
without making any 
forms, the reserve basis, 
optional 


reductions are made 
changes whatever 
in the 
the non-forfeiture 


policy 
values or 
there 


settlement rates. Nor has been 


any change in the minimum policy or in 
underwriting requirements. 


Policies Affected 


Premiums are reduced on Ordinary 


Life, Life Paid Up at 85, Graded Pre- 
mium Ordinary Life and all Term poli- 
cies issued after November 1. The term 
policies include two, three, four and five 
year initial term; five, ten and 15 year 
convertible non-renewable term; term to 
age 65, and five year renewable and con- 
vertible term. 

Premiums have also been reduced on 
policies based on Life Paid Up at 835, 
which are used in connection with pen- 
sion and profit-sharing plans. 

The premium reductions apply to plans 
of insurance which account for 49% of 
the company’s new business by number 
of policies and 65% by volume. 

In his announcement, Mr. Fraser ex- 
plained that the premium reduction is 
the first change in rates for insurance 
made by the company since 1947. Since 
that time there has been a general im- 
provement in mortality experience, par- 
ticularly at the older ages, which reduced 
the cost of providing the insurance pro- 
tection. The reduction is greatest in the 
case of policies with the largest amount 
at risk, that is annual premium life and 
term policies. 


Average Policy Size Factor 


The average size policy on certain 
plans have increased subst: intially with 
the result that the expenses per thou- 
sand has decreased. For example, on 
Ordinary Life the average size policy 
paid-for in 1947 was $7,180. In 1953 it 
was $10,731, an increase of $3,551. For 
Term plans the average in 1947 was 
$10,058. In 1953, $12,855, an increase of 
$2,797. For Graded Premium Ordinary 
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THE MAN FROM EQUITABLE TRAVELS THE ROAD TO SECURITY 


In his selling career—he is covered by one of 
the finest over-all security programs in the insurance field today 


Insurance for the insurance man— Equitable 
really believes in it! 

Equitable offers its own people one of the 
best insurance and retirement programs. 

The coverage available to Equitable repre- 
sentatives includes: 

@ group life insurance up to $20,000 


®@ accidental death insurance 
up to $10,000 additional 


@ hospital expense insurance* 


@ surgical expense insurance* 

@ basic medical expense insurance* 

@ major medical expense insurance* 

@ and retirement benefits that start at 65 

*for agent, wife and minor children 

More than six hundred Equitable men and 
women today receive retirement income. 
Many of them keep on selling and still draw 
benefits. Renewal commissions continue in 
every case. 

A selling career with Equitable offers more 


than a good living. The man from Equitable 
builds a lifetime of security—and his future 
gets brighter each year. 


THE 


EQUITABLE 


LIFE ASSURANCE SOCIETY OF THE U. S. 


HOME OFFICE: 393 SEVENTH AVENUE, NEW YORK 1, N. Y. 
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Atlantic Alumni Annual Meeting 


Sayre MacLeod, R. J. Dolwick, David Marks, R. B. Pitcher, 
H. Horton Humphrey, L. T. Waggoner, E. B. Renwick, 
C. J. Zimmerman on Program; Richard E. Pille Presides 


The 16th annual meeting of the At- 
lantic Alumni Association of Life Insur- 
Avency Management Association 


ance 
Schools in Agency Management held in 
Rye, N. Y., October 21 and 22, was 


opened with greetings from LIAMA’s 
president, Richard E. Pille, vice ~~esi- 
dent of Mutual Benefit Lite. More than 
100 graduates of LIAMA Schools at- 
tended the meeting. Theme of the meet- 
ing was “Are You Keeping Pace?” and 
the program included eight speakers. 


Sayre MacLeod on Population 


Three major changes affecting the life 
insurance market in the past two dec- 
ades were described by Sayre MacLeod, 
vice president, Prudential of America. 
These are: (1) income, (2) population 
growth, and (3) population movements. 
income changes the “great 
redistribution,” Mr. MacLeod said that 
the recent rise of a prosperous new 
middle class “furnishes us with thou- 
sands more potential customers for life 
insurance.” Refutiny claims that the 
eastern seaboard is sliding back, he said 
this area has the highest median income 
in the country. 4 : 

Mr. MacLeod pointed to a population 
growth in the U. S. that has “con- 
founded the experts,” up 28 million since 
1940 with the prospect that by 1960 the 
total porulation will reach 180 million. 

He referred to the 3 


Termine 


northeast as “a 
preferred insurance market since it has 
an average of 245 people per square mile 
as compared with 52 ner square mile in 
the rest of the country. 

Biggest change in population move- 
ments, said Mr. MacLeod, is the recent 
exodus to the suburbs. He cited two 
specific sales opportunities opened up 
bv suburbia’s growth—mortvage protec- 
tion and juvenile insurance. 

In listing many special markets for 
life insurance that are largely untapped 
today, Mr. MacLeod included “our own 
and orphan policyholders.” He referred 
to a study of one company’s Ordinary 
sales where it was found that only 17% 
of the sales made were to persons own- 
ing no previous insurance. “This raises 
the question,” he said, “whether we may 
not be consuming much of our effort 
selling each other’s policyholders.” 


R. J. Dolwick on Recruiting 


Recruiting men to good natural mar- 
kets is most important to getting them 
into production fast. Raymond J. Dol- 
wick, general agent, Northwestern Mu- 
tual, Cleveland, gave this as his belief 
and practice during his talk, “Building 
to Markets.” He said that “of the 18 
men we have placed under contract dur- 
ing the last seven years, two were taken 
without their natural market and they 
have done the poorest job.” 

Mr. Dolwick listed examples of men 
in his agency who were “successfully 
recruited to their natural markets.” 

Finding agents who have natural mar- 
kets is the first job, Mr. Dolwick said, 
but then comes the imnortant second 
job of “blending new men into the pres- 
ent organization.” He gave his own de- 
tailed prescription for doing this and 
indicated that he “still believes good 
morale is the most important factor in 
agency building.” 


David Marks on Pensions 


The market for small pension cases 
was described by David Marks, Jr., gen- 
eral agent, New England Mutual, New 
York City. Plans with four to 30 par- 
ticipants represent the biggest pension 
trust market, he said, both in aggre- 
gate and from a profit point of view, 





Mr. Marks cautioned against selling 
profit-sharing plans to close corpora- 
tions “without careful examination of 
the pros and cons.” His personal prefer- 
ence, he said, is to sell a pension trust to 
a close corporation because “we can de- 
sign a pension trust very close to the 
profit-sharing plan, but without any of 
the possible penalties involved.” 

His arnroach is to convince the pros- 
pect of the value of using a life insur- 
ance company, life insurance and vest- 
ing. He suggested three tests for “the 
best kind of vesting—(1) put vesting in 
such form that not too much is avail- 
able in early vears, but a substantial 
amount later on, (2) that it is clearly 
appreciated and valued by the individual, 
and (3) that the first two points are 
accomplished at the cheapest possible 
cost to the corporation.” 

In reply to a question about how a 
man can best learn to sell pension trusts, 
Mr. Marks said that books are not 
enough. “The best way is to work with 
someone who knows the answers, for it 
is knowing the practical application that 
counts most,” he said. 


Robert B. Pitcher Views on 
Package Selling 


The case for package selling was 
stated by Robert B. Pitcher, general 
agent in Boston, John Hancock, in his 
talk. While admitting that he does not 
stand opposed to program selling. Mr. 
Pitcher said he uses appealing packages 
to spur his prospects to action now. 
This way, he indicated, “we believe we 
are better servicing the public.” 

He suggested that a great deal of time 
can be wasted in analysis of a man’s 
policies, together with pronosal work, 
where there is little hope of a sale. He 
does not like the practice of trying to 
gain favor with a prospect through be- 
littling the work of some other life in- 
surance man. 

The Pitcher theory is that a prospect 
hesitates to seek advice and service from 
an agent because of the pressure he may 
feel “to pay the agent back.” 

Mr. Pitcher listed several new ideas 
in packaging which he and members of 
his agency are using. He described “the 
appeal of Section 2042 of the 1954 In- 
ternal Revenue Code and the clarifica- 
tion of the attitude toward life insurance 
as a gift of future interest.” 

Commenting on recent Social Security 
legislation, Mr. Pitcher said, “this has 
given us a tremendous new number of 
prospects to whom Social Security is 
something new. 

“Right now,” he said, “we are launch- 
ing the idea of a quick sale of Group 
life insurance for a Christmas present 
by the boss to his employe, and which 
will cost the boss very little money. 


Erle B. Renwick Defines Success 


Openine the Friday morning session, 
Erle B. Renwick, manager, Phoenix Mu- 
tual, Portland, Me. asked the question, 
“What’s the difference between the man 
who becomes permanently successful in 
this great business and all the rest who 
meet with failure or only temporary 
success ?” 

His answer, based, 
of experience, is that “a man must love 
the business to succeed. A man cannot 
trulv love this business without having 
love in his soul.” Mr. Renwick offered 
what he called “a new definition of suc- 
cess—usefulness to mankind clothed in 
a garment of love.” 

The speaker suggested four methods 
for putting this great power to work: 

“1, Know definitely what you want 
and then become so enthusiastic and 
burned un about it that it becomes an 
obsession with you. 

“2. Decide what you will give to at- 


he said, on years 
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was elected 
Agency Man- 
Y. He succeeds M. Roos Wallis, 
Edwin H. May, 


Aetna Life, Philadelphia, 


manager 


Phoenix Mutual, Hartford, was elected vice president, and Thayer Quinby, general 


agent in Boston for Columbian National, was elected secretary-treasurer. 


New directors elected to serve three-year 
Herbert L. Lee, 


J., for Colonial Life; 
Duffy, 


in Paterson, N. 
Prudential; Edward H. 


manager 
Russell Wunderlic, manager in Baltimore for Mutual of New York; 
manager in New York City for Postal Life; and Mr. 


terms were: Philip Cross, manager 
manager in Jamaica, N. Y., for 
Mass., for John Hancock; 

Arthur Milton, 


in Brockton, 


Quinby. 





tain your desires, for there isn’t any- 
thing in this world for nothing. 

“3. Put a. time label on all 
thoughts and plans. Since the greatest 
deterrent to progress is indecision, al- 
ways ask yourself, ‘when?’ 

“4. Have an organized lan and be- 
gin to work your plan now whether you 
think you are ready or not.” 

Mr. Renwick pronosed that “the secret 
of power is available to you if you will 
free yourselves from doubts, fears, in- 
tolerance and hate—replacing these with 
peace, confidence, faith and brotherly 
love.” 


Leland T. Waggoner on Vision 


Suggesting that recruiting is “more of 
a process than a ~-oblem,” Leland T. 
Waggoner, assistant manager of sales 
for Mutual of New York, spoke on “Col- 
lecting Our Best Bets.” He based his 
remarks on his recent experience as a 
successful Mutual Life general agent in 
Boston. 

“If a man has once proved his ability 
and then fails,” said Mr. Waggoner, “we 
chalk it un to one thing—he has lost his 

vision.” He listed six ways in which a 
manager can help to give his men vision: 

“1. Show him each month a financial 
sheet which tabulates the value of his 
deferred commissions and renewals. 

“2. Stress, in recruitine that this is 
a good job—one that other neople want, 
too. Let the man know that our agency 
maintains a waiting list of 12 or 15 
people. 

“3. Strive to build each 


man’s pres- 


tige. Keen rebuilding the emotional fire 
this man once had for selling life in- 
surance. 


“4. Keep in constant touch with each 
man. 

“5. Encourage each 
manv frequent successes. Encourage him 
to look for more cases, both large and 
small. ‘Here he suggested that accident 
and sickness insurance can play an im- 
portant part.) 

“6. Watch the little things 
affect a man’s ego.” 

Mr. Waggoner said 


man to have 


that can 


he had no pa- 


tience with prophets of doom who al- 
ways bemoan turnover in the life insur- 
ance business. 


In his opinion it is prob- 





your 





ably no worse nor better than 
any other commission salesmen. 

From studies, he said, his company 
has found no correlation between the 
numbers of men hired and the amount 
of business from new men. He illus- 
trated this from a recent company year 
in which one-third of the total produc- 
tion from first-year men was from only 
10 agencies which had recruited only 
16% of the total number of men hired 
in the company. 


among 


H. Horton Humphrey’s System of 
Supervision 


“It is eas-- to become complacent with 
our business increases year after year,” 
H. Horton Humphrey, Newark ceneral 
agent for Aetna Life said, “but I for one 
am not going to depend unon inflation 


for my future successes.” He made his 
case for “supervision that means some- 
thing” as he spoke on “A Joint Venture 


for Success and Mutual Profit.” 

Mr. Humphrey described his joint ven- 
ture system of supervision which is 
based on actually showing the man how 
and taking nothing for granted. 

What should the agent know? Mr. 
Humphrey said that in his agency he 
made sure the agent has al “prospecting 
comprehension” and a “pre-approach 
comprehension” in addition to learning 


specific talks and  annroaches He 
stressed the import: ary of learning a 
telenhone talk and said “We have men 


getting seven interviews out of every ten 
Calis.” 

The joint venture includes instilling in 
the agent “first-interview comprehen 
sion” and first-interview sales talks, also 
a comprehension of mechanics and time 
control. 


After knowledge comes actual field 
training where the supervisor demon- 
strates and the agent performs. This 


phase includes training in prospecting, 
first interview and the close. 
With this kind of joint venture 
implies close supervision and 
through all along the line, Mr. 
phrey cited these good results: 
“1. Your judgment can be sound be- 
cause you know your agent well. 


“2. Good men will respond sooner and 


which 
foilow- 
Hum- 


(Continued on Page 14) 
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EDMOND F. KARAM 


Agency, general 


55 Liberty 


The David H. Baron 
agent for United States Life, 
Street, New York, has announced that 
Edmond F. Karam, 
promotion for 


director of 
will 


former 
the 
with the 
The Baron 
ranks 


sales company, 


become associated agency ef- 
fective November 15. 
now in its third 

the top ten of all the company’s agen- 


the United States 


Agency, 
year, among 


cies throughout and 
abroad. 

Through Mr. Karam’s sales promotion 
United 


the 


experience and knowledge of 
States Life’s policies and contracts, 
Baron Agency will be able to offer addi- 
tional service facilities to brokers and 
agents in the New York area in all three 
lines of life, accident & health and 
Group insurance. 

During seven years in sales promotion 
Mr. Karam has worked closely 


with the field force and the home office 


activity, 


preparing sales material designed to help 
the field. the 
recent aids he developed are a compre- 


the producer in Among 


hensive, three-pocket kit for producers, 





DAVID H. BARON 


and a complete revision of the com- 


pany’s illustrated forms which give pro- 
ducers simple, flexible and eye-appealing 
sales tools covering the three lines of 
business written by the company. 

Other selling aids include an award- 
winning direct 
produced several thousand qualified leads 


mail service which has 
for brokers and agents, and a series of 
monthly sales bulletins which, according 
s field force, 
activity. 

Brooklyn, Mr. Karam 
graduated from City College of New 
York in 1943 with a B.B.A. degree in 
sales and advertising, served three years 
in the Army Air Force during World 
War II, and did post graduate work at 


to the company’s have great- 
ly increased business 


A native of 


Columbia University where he earned 
his Master’s Degree in 1947. In 1948, 
while at U. S. Life, he obtained his 
license to sell life, accident & health 
and Group. A member of the Life In- 
surance Advertisers Association for the 
past six years, Mr. Karam also is a 
member of the Loyal Order of Moose 
and the Knights of Columbus. 





Farm Mortgages of Life 
Companies Top $2 Billion 


The insurance companies of the 
United States now have $2,000,000,000 on 
the farmers 


life 
under real 
mortgages, the In 
stitute of Life This is about 
$125,000,000 more than at the start of the 


loan to nation’s 


estate according to 


Insurance. 


year and $180,000,000 more than 12 
months ago. 
About one-fourth of the mortgage fi- 


nancing of the country’s farmers is now 
with the life companies, which have ex- 
tended such loans to some 200,000 farms 

The present farm mortgage investment 
of the life companies is more than two 
and one-half times that outstanding at 
the end of World War II. The life com- 


panies have increased their mortgage 


loans to U. S. farmers by $1,225,000,000 
since the end of 1945. It has been dur- 
ing the past eight years that the greatest 
degree of mechanization has taken place 
on farms, the value of all farm ma- 
chinery having tripled and the average 
farm value having materially increased. 

The present aggregate of farm mort- 
gage holdings is the largest total of such 
holdings in the life insurance portfolio 
since 1930. The peak investment of life 
insurance funds in farm mortgages was 
in 1927, when they totaled $2,209,000,000. 

In 1927, however, the farm mortgage 
debt in the U. S. was 20% of the aggre- 
gate value of farm land and buildings, 
while today, the mortgage debt of the 
farmers is less than 9% of all land and 
buildings. According to the most recent 
figures available, fewer than one-third 
of the country’s farmers have real estate 
mortgage loans outstanding. 


Show United Air Lines 
Group Benefits Movie 


CLIENT OF CONNECTICUT GEN. 


First Showing Here by R. E. Larkin 
Agency; Sabin Agency Also 
to Exhibit It 


picture bearing the title 


“Career,” describing the benefits to 
United Air Lines, Inc., 15,000 employes 
covered for Group and fringe benefits 
by Connecticut General, has been proc- 
essed by United Air Lines and Connec- 
ticut General, and film is being, or will 
be, shown throughout the country. 
Among those who will see the picture 
are the employes of United Air Lines 
and a large number of brokers and 
agents of insurance. 

The first showing of the picture in 
the New York insurance field was under 
the auspices of the Russell E. Larkin 
agency, 225 Broadway, and took place at 
Whyte’s Restaurant on Thursday after- 
noon of last week, the second floor of 
the restaurant being filled. Among 
those in the audience were representa- 
tives of some leading New York broker- 
age representatives and some _policy- 
holders of the company. A showing of 
the film is also to be given by the 
Clare W. Sabin agency, 90 John 
Street. 

The objective of the picture is to fur- 
nish a graphic and visual demonstration 
of the plan’s benefits and thus to bring 
about a better understanding by em- 
ployes of United Air Lines as to what 
they actually possess in the way of 
Group hospitalization, surgical, catas- 
trophe (major medical coverage) and re- 
tirement benefits. 

The actors in “Career” are both pro- 
fessional people of the stage and United 
Air Lines employes. The basic insurance 
arguments are exceptionally well pre- 
sented so that the picture is really a 
splendid argument for insurance per se. 
The photography is also tops, and the 
scenes are in technicolor. 

Before the picture was shown some in- 
troductory remarks were made by C. 
Manton Eddy, vice president and secre- 
tary of Connecticut General. 


A motion 


Some Group Clients of Connecticut 
General 


An unusually large list of aviation 
corporations have Connecticut General 
Group protection. They include Aero 
Service Corp., American Overseas Air- 
lines, Bellanca, Braniff Airways, Cali- 
fornia Eastern Praia Capital Airlines, 
Colonial, Continental, Douglas. 

Also, Glen L. Martin, Mid-Continent, 

-an-American W orld Airways, Republic, 
Ryan Aeronautical, Scandinavian, Slick 
Airways, Sperry Corp., Taca Airways, 
Transcontinental, Transocean, United 
Aircraft, United Air Lines and Western 
Airlines. Affiliates of United Aircraft 
Corp., insured by Connecticut General 
are Pratt & Whitney, Hamilton Stand- 
ard Propellers, Chance Vought Aircraft, 
Sikorsky, United Aircraft Service and 
United Aircraft Export. 


ASSISTANT GENERAL AGENT 
Donald W. Lee has been appointed 
assistant general agent for Pacific Mu- 
tual Life in Toledo. Mr. Lee formerly 
_ sales manager for Sweeney Sound, 
ne. 


YOU'RE HEADING 


IN THE 


RIGHT DIRECTION 
WHEN YOU REPRESENT 


Combined Insurance Co. of America 
5316 Sheridan Rd. — Chicago 40, Ill. 










Hearthstone Insurance Co. of Mass. 


395 Commonwealth Ave. — Boston, Mass. 


Combined American Insurance Co. 
2817 Maple Ave. — Dallas, Texas 


First National Casualty Co. 
Fond du Lac, Wisconsin 


COMBINED GROUP 


W. CLEMENT STONE 


President 


Maffett Agency Supervisor 

George G. Shoemaker, Jr., has been 
appointed supervisor of the Norris Maf- 
fett agency of Connecticut Mutual Life 
in Philadelphia. He will be engaged in 
all phases of the agency’s development 
work. : 

Mr. Shoemaker, a graduate of Buck- 
nell University, majored in insurance at 
the Wharton graduate school at the 
University of Pennsylvania. 

He first joined Connecticut Mutual in 
1947 as an agent with the Robert N. 
Waddell agency in Pittsburgh. For the 
past two years he has been an agency 
assistant at the home office. 


Conn. Mutual Plans 


(Continued from Page 1) 


life the average size in 1947 was $7,697. 
In 1953 it was $9,872, an increase of 
$2,175. 

Mr. Fraser emphasized that since divi- 
dends paid to policyholders adjust the 
premium to the actual cost of providing 


the policy benefits, equitable treatment 
between plans and between new and 
existing business will be maintained 


through the dividends credited. 
Dividend Increase 


Under the dividend scale for 1955 the 
Connecticut Mutual will distribute ap- 
proximately $19,325,000 which is $1,925,- 
000 more than will be distributed in 
1954. Approximately $475,000 of the in- 
crease is due to the higher dividend 
scale. The increases on individual divi- 
dends are greatest at the higher ages. 
It is the Connecticut Mutual’s seventh 
dividend increase in 12 years and bene- 
fits both old and new policyholders. 

At the same time the interest rate 
allowed beneficiaries on income payment 
contracts will be increased to 3.3% and 
the interest rate allowed policyholders 
on dividends left with the company to 
accumulate will be increased to 3.15%. 

















MUTUALJ/ LIFE 


INSURANCE 


sesren, massscuvestrs 


COMPANY 


BARCLAY 
7-1070 


Ed Allen 











Bob Jacobs 


4 ee oe 


a 


Joe Murphy 


FAMILY 
AN @YVTISTAN DA 


INCOME PLAN 
NG BUY 





THE ALLEN-PRATT GENERAL AGENCY 


Eddie Scherding 


Harold Pratt 

















MUTUALZ LIFE INSURANCE COMPANY 
sesTon, massacuueatre 


225 
BROADWAY 


Pete Smith 





























































































zi 


sor 


been 
Maf- 
1 Life 
red in 
pment 


3uck- 
nce at 
t the 


ual in 
art N. 
or the 
gency 


$7,097. 
ise ol 


e divi- 
st the 
viding 
itment 
vy and 
tained 


55 the 
te ap- 
§1,925,- 
ted in 
he in- 
vidend 
1 divi- 
- ages. 
eventh 
bene- 
S. 

it Tate 
vyment 
% and 
holders 
any to 


3.15%. 


——————— 

















November 5, 1954 





Page 5 








Industry Produces His Dramas 


Laflin C. Jones, Northwestern Mutual Playwright, Executive 
Assistant to R. E. Dineen, Vice President; Directs 


Company’s Insurance 


Laflin C. Jones, who was moved to the 
president’s department of Northwestern 
\lutual Life in 1951 and made executive 
assistant to Robert E. Dineen, vice pres- 
ident, and who on January 1, 1954, was 
given the title of director of insurance 
services and planning (a staff job in- 
yolving policy research and communica- 
tions), has had a wide range of activities 
since he joined the company a quarter 
of a century ago. One phase of his ca- 
reer, although an extra-curricular one, 
has won him national attention through- 
out the insurance business. That is the 
one having to do with dramas he has 
so skillfully written over the years, 
which have been a feature of North- 
western Mutual conventions and some 
of which have been performed at con- 
ventions of a number of other compa- 
nies and industry organizations. 

The premiere of the Jones’ shows has 
been one of the features of annual con- 
ventions of Northwestern Mutual, the 
opening session of the convention always 
being at the largest motion picture thea- 
tre of the city. 


Began Sketch Writing in 1932 


Always interested in the drama, his 
debut as a playwright came at the 
Northwestern Mutual’s agents conven- 
tion of 1932. It was the time of the 
company’s 75th anniversary and some 
one at home office thought there should 
be historical sketches. The assignment 
was given to Mr. Jones because he had 
been on the editorial staffs of the 
“Jack-O-Lantern” and “Tower,” the 
funny and the literary magazines at 
Dartmouth. Because of the success of 
those sketches at the 75th anniversary 
affair he has prepared some kind of 
dramatic effort for practically all North- 
western annual conventions since that 
time. 

In the ’30’s they were principally short 
sketches with sales angles although 
there was one pretty ambitious one in 
1939 worked out in collaboration with 
the men of the Newark agency, called 
“Evolution of an Agent,” showing epi- 
sodes in the career of a typical agent 
from neophyte to sage counselor. 

After the war these plays became 
more ambitious resulting in hour-long 
productions having plot, conflict, char- 
acterization and other attributes of real 
drama. 


Two of the Plays Given at MDRT 
Meetings 


Most successful was “The Ordeal of 
Richard Roe,” a kind of synthesis of 
“Blithe Spirit,” “Strange Interlude” and 
“The Death of a Salesman,” all extreme- 
ly successful Broadway shows. It was 
“The Ordeal of Richard Roe” which 
brought his work to the attention 
of insurance companies and organiza- 
tions. It had many performances in the 
industry before company and associa - 
tion groups, including MDRT in 1951 
which liked it so much it asked him to 
write one for the Bretton Woods con- 
vention of MDRT in 1952. For Bretton 
Woods affair he turned out “Stardust” 
which has since been performed at such 
meetings as those of National Associa- 
tion of Life Underwriters, Life Insur- 
ance Agency Management Association 
and numerous others. 

In 1954 the Round Table again called 
on Mr. Jones to help coordinate and 
write script for an elaborate case study 
presentation. Underwriter, attorney, the 
client, his wife, the pension exert, and 
others were all presented in their various 
relationships in a day-and-a-half  pro- 
gram combining lectures, dramatic vig- 
nettes and audience participation. 

Joseph Trachtman was the attorney. 
Bob Lawthers of New England Mutual 


Services and Planning 


LAFLIN C. 


JONES 


the client, and participating for the 
Round Table were John Todd, Howard 
Goldman and Francis Fenn. 

Describing this presentation at the 
NALU meeting in Boston MDRT Chair- 
man Bearden said: “It was a_ terrific 
success and is Setleved by many to be 
the most inspiring and instructive pro- 
gram ever presented.” 

There was a change in his style in 
1947. “We had one musical then, an- 
other historical affair, called ‘Ninety 
Years A-Growing.’ This was strictly a 
fun job using parodies of Gilbert and 
Sullivan music,” Mr. Jones said recently. 


Plays Well Acted 


For most of the success of the plays, 
good acting and directing were re- 
sponsible. In Milwaukee the North- 
western Mutual shows for years have 
been built around a local little theatre 
group called the Shorewood Players. That 
group has traveled widely with some of 
the shows. Its director—and frequently 
leading man—is a Milwaukee landscape 
architect of rare energy and versatility 
named Kenneth Greaves. 


His Northwestern Mutual Career 


After Mr. Jones was graduated from 
Dartmouth in 1929 he started with the 
agency department of the company. He 
became a CLU in 1934 and was ap- 
pointed agency assistant in 1938. In 
those years he was principally assisting 
in preparation of educational courses 
and materials. Also, he started and edited 
probably the first company CLU_pub- 
lication, Northwestern’s CLU Bulletin, 
which is now in its 20th year. 

In 1941 Mr. Jones was ‘appointed as- 
sistant director of agencies at which 
time he became editor of “Field Notes,” 
the company’s agents’ magazine. Also, 
he started and was first editor of the 
company’s home office magazine, the 
“Pillar.” At this time he became in- 
creasingly interested in pension trusts 
and other advanced life insurance sales 
subjects. He joined the Navy being in 
it from 1943 to 1946 and there he was 
co-editor of a fleet magazine on air 
operations at Pearl Harbor for about a 
year, later being intelligence officer with 
a bomber squadron at advanced island 
bases. 

The war over, Mr. Jones returned to 
the head office and from 1946 through 
1950 he developed an advanced under- 
writing division in the company’s agen- 
cv department for purpose of aiding in 
the increasingly important areas of es- 





Massachusetts Mutual 
Reports Record Gain 


NINE MONTHS’ ORDINARY UP 14% 


Total New alii Sie Period $384,680,- 
813; President Kalmbach Reports 
on Investments 


President Leland J. Kalmbach of 
Massachusetts Mutual Life reported at 
the quarterly meeting of company di- 
rectors that new business in the first 
nine months of 1954 was at a record 
high volume, with Ordinary sales up 
over 14%. 

Total new business amounted to $384,- 
680,813 and broke the former record for 
the same period which was established 
last year. The Ordinary production ac- 
counted for $324,117,054 of the total, as 
new all-time company highs were made 
in eight of the nine months. The trend 
was evidenced throughout the country 
by the fact that 71 out of 90 agencies 
showed increases over their comparable 
1953 production. The Los’ Angeles 
agency led in volume and largest gain. 

Total insurance in force in the com- 
pany increased by nearly a quarter of 
a billion dollars to $4,189,516,332, as all 
90 agencies gained in size. Ordinary life 
insurance in force was up by $184,936,142 
to $3,767,534,430, and Group and employe 
insurance showed a $55,837,868 rise to 
$421,981,902. 

The company’s mortality experience 
continued to be most favorable. Death 
claims for $22 million were reported on 
3,178 lives during the first three quarters 
of the year. Mr. Kalmbach stated that 
the average of these policies was $4,700, 
with an average in force period of 26 
years. 

Total receipts for the period amounted 
to $194,289,805, and disbursements were 
$122,613,325, including $5,519,139 in taxes 

Bonds and _ stocks purchased during 
the nine months totaled $148,858,133 with 
an average gross yield of 4.27%. New 
mortgage loans were completed amount- 
ing to $50,598,861, and commitments for 
$121,804,916 of new loans were out- 
standing on September 30. The presi- 
dent said that the company had over 
$1.6 billion of policyholders’ funds in- 
vested in the economy of the nation. 
The total investment in bonds and 
stocks has resulted in an average yield 
of 3.61 %since the first of the year 
and 4.26% for all mortgage loans. 


Richard Fee General Agent 
Aetna Life at Kansas City 


Aetna Life has appointed Richard M. 
Fee general agent at Kansas City. He 
has been associated with Aetna Life’s 
general agency at Duluth, where he 
made an outstanding record now ranking 
second among the company’s represen- 
tatives throughout the country in the 
amount of life insurance produced this 
year. He will succeed Wylie Craig, who 
has resigned to become an officer with 
another company. 

A graduate of University of Minne- 
sota, Mr. Fee was engaged in sales 
work with the Wveth Laboratories be- 
fore entering the life insurance business 
In Duluth, he has been active in Boy 
Scout work, Junior Chamber of Com- 
merce, and is a member of the Duluth 


Athletic Club. 





tate planning and business insurance. 
The program included an advanced un- 
derwriting letter. In 1951, as_ before 
stated, he was moved to the president’s 
department. 

As director of insurance services and 
planning his associate in this work 
is Ralph Harkness, a MDRT member of 
company’s field force who was brought 
in from Los Angeles last spring to give 
emphasis to the important field aspects 
of the job. Mr. Jones is still editing. 
Insurance services and planning sector 
is getting out a sort of a Kiplinger 
letter (non-sales) which tells the field 
force what is going on in the insurance 
departments of the company. 


Travelers and Aetna 
Buy Statler in Hartford 


THEY PAY $6,700,000 FOR IT 





First Time Either Company Has Pur- 
chased a Hotel; Did so Largely as 
Service to City 
The Travelers ery the Aetna Life 
have jointly purchased the new Hotel 
Statler in Hartford which was opened 
only a few weeks ago. Purchase price 
was $6,700,000 and the hotel has been 
leased by them back to Hilton Hotels 
Corp. for a period of 22% years. Thurs- 
day of last week Hilton Hotels Corp.’s 
stockholders had formally acquired all 
the assets of Hotels Statler Co.—a 
$111,000,000 transaction. Not included in 
that transaction was the Hartford Hotel 
which had already been sold to the 

Travelers and Aetna. 

Aetna Life and Travelers jointly held 
the original $7,000,000 construction mort- 
gage on the Hotel Statler, Hartford, the 
Courant of that city says. Of the $7,000,- 
000 put up, however, only $6,700,000 was 
used to build and get the hotel in opera- 
tion. Thus, the insurance companies 
were able to purchase the hotel for 
the $6,700,000 figure, each putting up an 
equal amount. 

The new lease calls for an annual 
rental fee of about $452,000, payable to 
the insurance companies. The hotel it- 
self is responsible for paying all oper- 
ating expenses and has assumed the re- 
sponsibility of paying all maintenance 
costs. 

Courant said: “This is the first time 
that either Aetna Life or The Travelers 
has bought a hotel. An official of Aetna 
Life said: ‘We did this more as a service 
to the city of Hartford even though we 
expect a satisfactory yield on this in- 
vestment.’ He pointed out that insurance 
companies prefer to take mortgages on 
hotel properties rather than to buy them 
outright.” 


Columbian National’s Board 


Votes 25% Stock Dividend 


Columbian National Life’s board of 
directors voted to recommend to the 
company’s stockholders an increase in 
capital from $4 million to $5 million. 
This increase would be accomplished by 
declaring a 25% stock dividend, capitaliz- 
ing $1 million of the present surplus. 

A special meeting of the stockholders 
has been called for November 23, at 
the Columbian National’s home office in 
Boston, to act on the board of directors’ 
recommendation. ; 

Subject to the stockholders’ approval 
of the proposed increase in capitaliza- 
tion, and conditions permitting, it was 
the expressed intention of the board 
of directors to continue the present 
quarterly dividend rate of 50 cents per 
share. 

It was also voted to pay a quarterly 
cash dividend of 50 cents per share on 
December 10 to stock of record Novem- 
ber 15. No date has been set for the 
payment of the stock dividend. 


Opens Charlotte, N. C. Office 

Connecticut General Life has opened 
an agency in Charlotte, N. C.. which 
will be located in Room 409 in the Addi- 
son Building, 222 South Church Street, 
will be managed by S. Russell McGee, Jr. 

The opening of an office in Charlotte 
is in keeping with the company’s policy 
of providing complete and convenient 
service to insurance men in the Pied- 
mont, N. C., area, according to Vice 
President Stuart F. Smith. Mr. McGee, 
who was formerly an assistant in the 
company’s Atlanta office, is a graduate 
of Georgia School of Technology. He 
is a lieutenant in the United States 
Naval Reserve. 
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Plan Open Discussion 
On Mutual Fund Issue 


AT N. Y. ASS’N MEETING, NOV. 18 


Dr. R. A. Rensic 00 Prat Case of 
Farm Bureau Life; Dr. C. L. Benner 
to Interpret New Trend 


By Ottver J. Jongs 


Harry K. Gutmann, CLU, 
the Life Underwriters Association of the 
New York, announced at a press 
last Friday that the issue on 
salesmen in 
the 


president of 


City of 
conference 
mutual fund 


investments 


operations of 
packaging equity 
life income feature of insurance and an- 


with 


will be discussed openly at an 
association meeting on November 18. 
Mr. Gutmann stated that the association 


nuities 


has decided “to take the bull by the 
horns” and bring these issues into full 
focus because of the increasing serious- 
ness of the effect on the future of the 


life ory kong man. The meeting will be 
held at 2:30 p.m. in the Engineering So- 
Auditorium, 25 West 39th Street. 

Dr. Robert A. Rennie, director of sta- 
tistical research for Farm Bureau Life, 
which company is training its agents to 


cieties’ 


sell mutual funds and securities as well 
as life insurance, will present the “Case 
of the Agent of Tomorrow—Salesman of 
Insurance and Investment Equities, 
Dr. Claude L. 
American 
and 


” and 
Benner, president of Con- 
Life, interpret 
comment on the 
Agent of Tomor- 


tinental will 


this new trend 


“Farm Bureau Type 
row.” 

In a letter of acceptance to Mr. Gut- 
mann to appear at the New York meet- 
ing, Dr. Benner stated that he strongly 
believes that it would be disadvanti igeous 
to the institution of life insurance if any 
substantial number of life insurance 
companies began to sell “variable annui- 
ties.” “I think also,” he stated, “that 
it would be one of the most shortsighted 
things that the life insurance business 
could ever embark upon. It would be 
difficult, if not impossible, for us to train 
our salesmen. I agree that it is ex- 
tremely doubtful whether or not the 
companies ought to have issued what is 
in essence, a group indebtedness policy 
to cover the installment purchase of se- 
curities.” 

Mr. Gutmann has spearheaded the 
Opposition against companies entering 
the variable dollar annuity field and in 
licensing its agents to sell both life in- 
surance and securities since his election 
to the presidency of the association in 
June. At that time he charged the 
Group life insurance companies with 
“eating their own young” by lending the 
dignity and protection of legal reserve 
tradition to deposit investment and mu- 
tual fund plans. “It is a sorry spec- 
tacle,”’ Mr. Gutmann said, “for the 
agents of these companies and, in fact, 
all life insurance companies, to see their 
own companies encourage and lend aid 
to the most substantial competitor they 
have been called upon to meet. 

The New York association has gone 
on record to make it clear that it takes 
no position in opposition to any periodic 
investment plan as mutual funds serve a 
sound purpose in the country’s economic 
life. It has no quarrel with mutual fund 
investment plans. For the adequately in- 
sured investor these plans provide a 
much-needed medium of diversified in- 
vestment in various types of securities. 
Such diversification, a prime safety 
factor, has traditionally been the hall- 
mark of the life insurance investment. 
Periodic payment investment plans are, 
and may well continue to be, a substan- 
tial competitor for the life insurance 
agent, but no well-informed life insur- 
ance man will shy away from worthy 
competition; on the contrary, he has al- 
ways welcomed and overcome it. 

Mr. Gutmann, in complete accord with 


the board of directors of the New York 
City Association, takes exception only 
to the combining of the two separate en- 
tities and has been critical of the mutual 
fund people and the Group-w riting com- 
panies for packaging the insurance and 
investment elements under the guise of 
a creditor relationship that comes into 
being only at death. With NALU he 
questions the legality of the tenuous 
credit or relationship upon which the 
tie-in was based. He expressed the opin- 
ion for the association that the great, 
tested life insurance companies were 
thereby surrendering their own faith in 
the guarantees of fixed dollar legal re- 
serves. 

“It may be,” Mr. Gutmann stated at 
that time, “that the companies and we 
underwriters may have to revolutionize 
our attitudes toward, and relationship 
to, the insured investment plan. Three 
alternatives seem to confront us: 

“1) The companies should desist from 
joining forces with these investment sav- 
ings plans (which create a virtual en- 
dowment) and thereby competing with 
their own agents, or, 

“2) They may expect their agents to 
take the position that if it’s good enough 
for the companies to sell, it’s good 
enough for them to carry in their port- 
folio as a sideline; or, 

“3) the companies should carry 
position to its logical conclusion 


their 
and 


themselves offer a ‘variable life or en- 
dowment policy’ as well as the variable 
annuity for sale.” 

The New York association feels that 
the Farm Bureau’s package is a com- 
bination of these alternatives. Also that 
it is a radical step taken by a substan- 
tial company, and had it been taken by 
one of the Big Ten, for example, the im- 
pact on the insurance industry would 
have been more shattering. The signifi- 
cance of the Farm Bureau action in en- 
tering the variable dollar annuity field 
and in licensing their agents to sell both 
life insurance and securities is revolu- 
tionary and should not be minimized 
particularly when taken in conjunction 
with the trend toward the Group insur- 
ing of unaffiliated mutual funds by some 
of the leading Group companies who are 
the giants of the industry. 

The New York association has not 
said that the Group companies are 
wrong or that the Farm Bureau is on 
the wrong track. They do however feel 
that if the industry is in the midst of 
change, then this change should be in- 
terereted for the vast body of agents 
who have labored sincerely, and suc- 
cessfully to sell the legal reserve, fixed 
dollar tradition to the most heavily in- 
sured nation in the world. 

The association feels that it is now 
time for the spokesmen of the industry 
to declare themselves on this controver- 
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sial issue as to concepts and practice 
As a result of this feeling a question 
naire has been sent to the presidents o} 
the 68 companies licensed to do busines 
in New York State. The questionnair: 
requested an official attitude as to the 
present and future policy of each com 
pany with regard to the following ques 
tions: 

1. Are you now underwriting, either on 
a Group or individual policy basis, life in- 
surance on any mutual investment funds 
or other periodic payment investment 
plans? If not, have you already publicly 
stated your opinion in regard to this 
practice or do you intend to do so? 

2. Do your agents’ licenses forbid 
your fulltime (as opposed to brokers) 
agents to represent investment dealers 
in selling mutual fund and other peri- 
odic investment plans? Assuming your 
agents’ contracts do not “forbid” or 
“restrict” such representation, what atti- 
tude would you take toward any of your 
agents who are or may wish to sell such 
investment plans as a sideline ? 

3. Are you considering entering the 
“variable doll: ir” field by issuing “varia- 
ble annuities” or “variable life or endow- 
ment policy” ? 

Up to the time of last week’s press 
conference, 42 of the 68 companies con- 
tacted had replied, with approximately 
50% stating that their agents’ contracts 





specifically stated that agents were 
signed on a fulltime basis with no pro- 
vision to engage in any “sideline” ac- 


tivity. 

Companies from whom no reply has 
been received include: 

Amalgamated Life, 
Bankers Security Life, Columbian Mu- 
tual, Companion Life, Connecticut Mu- 
tual, Continental Assurance, Credit Life, 
Eastern Life, Equitable of Iowa, Farm 
Family Life, Farmers and Traders, Fed- 
eral Life & Casualty, Fidelity Mutual, 
John Hancock, Loyal P rotective, Metro- 
politan Life, Mutual of Canada, Old Re- 
public Credit Life, Paul Revere, Provi- 
dent Life & Casualty, Security Mutual, 
the Travelers, United Mutual Life, 
Union Casualty & Life, Victory Life. 


Bankers of Iowa, 


N. Y. Women to Meet 


At the November meeting of the 
League of Life Insurance Women, 
Charles O'Connell, assistant vice presi- 
dent of New York Life, will be guest 
speaker. Mr. O’Connell will talk on the 
“Sales Advantages of the Social Security 
Approach” and the many opportunities 
the 1954 Amendments offer to well in- 
formed life underwriters. 

In Mr. O’Connell’s 50 years with the 
New York Life he has spoken at many 
sales congresses and Life Underwriters 
Association meetings. 

Mrs. Lionel Robinson, president of the 
New York City Federation of Women’s 
Clubs will discuss the advantages of the 
League belonging to the Federation. 

The meeting will be held in the home 
office of New York Life on November 9, 
at 2 p.m. 


Sales Caravan in Three Cities 

The sixth annual sales caravan of the 
New York State Association of Life 
Underwriters made appearances at Buf- 
falo, Syracuse and Poughkeepsie in Oc- 
tober. Speakers were Phillip H. Oxnam, 
assistant manager, Mutual Life of New 
York at Schnectady; Russell E. New- 
kirk, president of Newkirk Associates, 
Inc., law and tax publishers; Michael 
ig Coyle, CLU, a Phoenix Mutual agent 
in New York City; and H. Fred Monley, 
associate director of field training, The 
Prudential. 
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Vice President Group 


For the Travelers 





WILLIAM N. 


SEERY 


The Travelers announced that William 
N. Seery has been made vice president 
in charge of the activities of the Group 
department. Since 1949, he 
as superintendent of agencies of the life, 
and Group departments, with 
supervision over the group lines. 


has served 
accident 


Mr. Seery joined the Travelers in 1926 
following his graduation from Wharton 
School of Pennsylvania. 
He became a member of the 
ice division of the home office and was 
later 1928, he 
was appointed head of the field service 
Columbus, O., and 
quently served in similar capacities in 
Philadelphia and New York City. 

In 1936, he 


University of 
Group serv- 


assigned to Detroit. In 


division at subse- 


transferred to the agency 
department Was appointed Group 
assistant at the Newark 
He was named district Group supervisor 
there in 1938, and that same year was 
transferred in the same capacity to the 
John Street branch office in New York 
City. In 1944, Mr. Seery became a gen- 
eral agent, life, accident and Group lines 
for the Travelers and returned to the 
home office in 1949 as superintendent of 
Group sales. 


and 


branch office. 


Walter H. Boireau Dead 


Walter H. Boireau, general agent for 
Berkshire Life at Boston, died recently 
at his home in Lexington, Mass. A na- 
tive of Cambridge, Mass., Mr. Boireau 
received his A.B. degree from Clark 
University in 1913. He attended the 
University of Liverpool in England and 
graduated from Harvard School of Busi- 
ness Administration in 1923 with a 
M.B.A. degree. In the same year he 
Cecaaie the Griffin Lovelace School of 
Life Insurance Selling at Buffalo Uni- 
versity. 

Mr. Boireau entered the life insurance 
selling field in Boston with Aetna Life, 
later joining Phoenix Mutual, with 
which company he became home office 
agency assistant. In 1927 Mr. Boireau 
went with State Mutual in Chicago. He 
was made general agent for Berkshire 
Life at Boston in 1932. 


Colonial Life Ahead by 19% 
In New Ordinary Sales 


Richard B. Evans, president of the 
Colonial Life of America, announces that 
volume of new Ordinary sales for the 
first nine months of 1954 showed an 
increase of 19% over the same period of 


953. 


Penn Mutual President’s 
Club for New Organization 


Penn Mutual Life’s President Malcolm 
Adam host last week to nine 
winning producers 
over the country. In their second year 
in the life insurance business these 
members of the President’s Club for 
New Organization had paid for $12,671,- 
557 on 1,755 lives—an individual average 
of $436,950 on over 60 Ives, with an 


was 


company from all 


average-size case of $7,220. 

An educational conference, under the 
field training 
Business In- 


direction of manager of 
Aaron M. Royal, 
Sales Opportunities Using the 
Law, Pensions and Profit- 
Sharing, and Salary Allotment during 
the daytime sessions; and organized 
group discussions on practical field prob- 


stressed 
surance, 


New 


Tax 


lems in the evening provided these 
above-average second-year producers 
with modern methods of selling in ad- 


vanced fields. 


Connecticut Mutual Sales 
A gain of $163,162,650 in insurance in 
force was reported by the Connecticut 


Mutual 


quarter, bringing 


third 
the company’s total in- 
$2,818,- 


insurance 


Life at the end of the 


surance in force to a_ record 
426,357. New sales 
for the first 1954 
amounted to $251,917,076 as compared to 
$250,411,829 for the last 
year 


paid life 
nine months of 


same period 
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The GOLDEN RULE COMPANY 





TOP COMMISSION on 15 leading contracts. 
Long term vested renewals. Cash bonus 
and extra renewals to your agents for 
recommending new agents. 


Ask for Other Reasons-INQUIRIES HELD CONFIDENTIAL 


agents can't miss! 


MONEY-MAKING SALES PACKAGES. New! 
Colorful! Dynamic! Plus a new, easy-to- 
use Brain-Book and Brain-Kit. Your 


PACKAGED TRAINING PLANS. New! Amaz- 
ingly simple! Easy to use! A quick 
money-maker for new or old agents! 


Agency Building 
Opportunities in: 
Arizona, California, De! 
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Accident, Sickness Cover Experience 


Featured Actuaries’ Boston Meeting 


the Society 
of Actuaries in Walter 
Klem, senior vice president and actuary 
of Equitable Society was elected presi- 
Guest, vice 


meeting of 
when 


At the recent 


3oston 


succeeding Richard C. 
Massachusetts Mutual Life, 
papers 


dent 
president of 
a feature of the discussion of 
presented was that on accident, sickness 
and hospitalization insurance experience. 

The paper by J. T. Phillips, New York 
Life, on developing individual accident 
and sickness insurance was discussed by 
several members from companies new 
to this field. H. F. Rood explained that 
the Lincoln National issues a “package” 
policy in which both accident and sick- 
ness loss of time benefits are contained 
This results in a higher 
sickness 


in one policy. 
proportion of policies with 
benefits than New York Life and also a 
higher average premium. 

J. J. Olsen, Prudential, 
experience of his 
dent and sickness field since 
accident and 


outlined the 
the acci- 
1951. The 


sickness 


company in 
Prudential issues 
on non-cancellable forms except that the 
hospital expense policies give the com- 
pany the right to change premiums. He 
pointed out that hospital expense insur- 
ance created an added problem because 
of the physician’s discretion as to 
whether the patient should be treated at 
home or in hospital and the availability 
of hospital beds. Mr. Olsen criticized 
deductible clause without 


limits. 


the use of a 
a substantial increase in policy 
A decrease in average premium would 
increase the expense rate and give the 
policyholder less for his money. 

D. J. Lyons, Guardian Life, 
the need to train life agents to sell acci- 
dent and sickness insurance. He spoke 
highly of the idea of writing hospital 
business on the non-cancellable basis 
with the right to change the premium 
rates for classes of risks. He also stated 
that Guardian’s experience indicates that 
a company can write both commercial 
and non-cancellable policies. 

R. G. Ward, Provident Mutual, said 
that his company entered the accident 
and sickness field in 1953 with policies 
of the non-cancellable type. He added 
that while their rates of accident and 
sickness policies to life policies sold was 
low, he felt that sales campaigns or 
other promotional activities would have 
increased the ratio to near the levels 
indicé ated by Mr. Phillips. 

L. Bartleson, Prudential, outlined 
the training program in selling accident 
and sickness insurance developed by his 
company. He pointed out that many 
Prudential agents collect debits and have 
little familiarity with accident and sick- 
ness insurance. Mr. Bartleson went on 
to say that The Prudential’s experience 
“confirms Mr. Phillips’ observation that 
accident and sickness sales will lag after 
the initial surge unless the company en- 
ergetically pushes this business.” 

M. D. Miller, Equitable Society, said 
the only form of individual accident and 
sickness policy which his company offers 
is a major ae fy 5 al expense policy for 
individuals and femilies with a $500 de- 
ductible amount. “The average claim pav- 
ment has been about $500. which, said 
Mr. Miller, “is eloquent testimony to the 
value of this type of coverage.” 


stressed 


Catastrophe Hazard 


H. R. Lawson, National Life of Can- 
ada, and Ward Van B. Hart of Con- 
necticut General also contributed to the 
discussion ‘of Mr. Phillips’ paper. 

E. C. Berkeley endorsed the principle 
of reinsuring part of the catastrophe ac- 
cident hazard as described in the paper 


by E. A. Green, John Hancock, on con- 
centration of risk. He questioned the 
adequacy of rates based on the last 


ten years experience in North America, 
referring to volcanic eruptions, typhoons 
and floods in Asia and to the unknown 
hazards of radioactive wastes, as well as 
atomic war and genocide. He favors the 
formation of a committee of The Society 
to make a continuing study of catas- 
trophic hazards. 

R. W. Walker, Northwestern Mutual, 
discussed Mr. Green’s paper mathemati- 
cally and mentioned catastrophic possi- 
bilities in areas other than mortality, 
investment losses for example. He 
stressed the availability of surplus for 
such purposes, and asked “is surplus and 


are these contingency reserves So Sacro- 


sanct that they can’t be touched when 
the contingencies for which they were 
set up do strike?” 

Discussing the paper by R. J. Mvers, 
Social Security Administration, entitled 
“The First United States Government 
actuary and es Successors,” which 
states that the Government employs 14 
members of Society of Actuaries, J. B. 
MacLean, reported contrasting figures 
from Great Britain and concluded that 


“The number of qualified full-time actu- 
J. S. Government is 


aries emploved by U. 
totally inadequate.” R. A. Hohaus, Met- 


ropolitan. urged that the Government 
actuary be transferred “To a ton level 
assignment with responsibility for the 


preparation of ‘price tags’ on legislation 
involving life contingencies.” A. M. 
Niessen. Railroad Retirement 3oard 
urged a “substantial increase in actuarial 
nersonnel.” D. C. Bronson. Wyatt Co, 
discussed the use of actuaries in connec- 
tion with emplove benefit plans of com- 
nanies engaged in defense contract work. 
H H. Tackson, National Life: K. R 
MacGregor. Canadian Denartment of 


Insurance: and Dr. Arthur Hunter, also 
presented discussions. 
Internal Revenue Panel 
Albert Pike, Jr., Life Insurance Asso- 


of America, conducted a_ panel 
on life insurance aspects of 
the 1954 Internal Revenue Act. 

J. A. Hamilton, Wyatt Co., presented 
the rationals of the new life expectancy 
rule for taxing of annuities. He com- 
pared the effects of the new rule with 
the methods previously employed, point- 
ing out the advantage to most annul- 
tants of the 1954 rule. 

Only people in the very 
and asset brackets will be 
changes in the new code on 
life insurance, according to E. | 
head. New England Mutual. Elimination 
of the premium payment test for de- 
termining exemption for estate tax pur- 
has stimulated interest in insur- 
ence assigned to a dependent as abso- 
lute owner. Loss of complete exemption 
of death proceeds is unfortunate, but the 
$1,000 interest exemption to the widow 
softens the blow. Tightening of the re- 

struction on bank loans for premium 
payment purposes is wholesome, in his 
opinion. 

Re. 4. 
mented 
group 
dangers of 
of tax-free 
fying rulings 


ciation 
discussion 


high income 
affected by 
individual 
Moor- 


“OSes 
1 € 


Pacific Mutual, com- 
effects of the code on 
insurance. He pointed out the 
writing excessive amounts 
group term insurance. Clari- 
are badly needed in con- 
nection with group accident and health 
insurance. He predicted that  groun 
plans would be changed to elminate tax- 
able benefits during the first week of 
disability. 

Four noteworthy changes affecting 
pension plans were described by R. M. 
Peterson, Equitable Society. These gen- 
erally resulted in more equitable treat- 
ment of distribution made at death and 
removed elements of discrimination. 
Dangers of over-liberalitv in electing 
lump sum options at retirement were 
pointed out. He wished that the act 
removed the discrimination in favor of 


Walker, 


on the 





qualified employe trusts and against life 
insurance companies with respect to 
Federal taxation of investment income. 
A spirited question and answer period 
followed the panel discusion. With re- 
spect to individual life insurance, R. C. 
Guest, Massachusetts Mutual; G. H. 
Amerman, Continental American, and J. 
H. Miller, Monarch Life, stressed the 
need for an acceptable basis of mor- 
tality and interest for determining es- 
‘ote tax status instead of the former 
“incidents of ownership” test. 


Annuity Tax Calculations 


There was some discussion of the ex- 
tent to which companies will be expected 
to furnish calculations and assistance to 
their annuitants in applying the “life- 
expectancy” rule for the taxation of an- 
nuities. Although the code does not 
impose any legal obligation, W. Novem- 
ber wondered whether Congress or the 
Treasury Department had indicated any 
particular pattern during the hearings. 
The consensus was that a company must 


expect to furnish figures on request. 
W. M. Anderson, North American Life, 
Toronto, indicated that there were pit- 
falls in going too far or not far enough 


in providing the service. In Canada, he 
said, it was finally resolved by the estab- 
lishment of a committee of five actu- 
aries, serving as a public service group, 
for making such computations without 
cost to the individual. 

In the employe benefit field, the ex- 
emption from gross taxable income of 
payments made up to $100 weekly for 
absences due to illness, leaves great un- 
certainty as to what must be reported as 
income and what must be withheld for 
personal income taxes. 

». L. Bartleson, Prudential, wondered 
what problems might develop in the case 
of installment setlements of policy pro- 
ceeds when installments run for fixed 
periods as compared with settlements 
under which fixed amounts are pay- 
able as long as the proceeds last. The 
problem here is that the new code 
provides for a $1,000 exemption for 
widows in the case of installment set- 
tlements, but does not carry the same 
treatment on the interest only settle- 
ment provision. 

In opening the discussion on under- 
writing, J. B. Mabon, Sun Life, ex- 
pressed the view “that all will take ac- 
count of those impairments which defi- 
nitely proved to be standard in the recent 
impairment study.” He urged the con- 
struction of a mortality table represent- 
ing the individual company’s own experi- 


ence and advocated standard classifica- 
tions which varied by plan and age. 
Temporary extra premiums likewise 


should be adjusted by age. 

B. S. Pauley, Prudential, quoted the 
slight decreases which would result in 
dividend scales from including the Pru- 
dential’s first substandard class in the 
standard issues but indicated certain 
disadvantages which would follow. He 
cited recent revisions in occupational 
manuals which broadened the standard 
classification. 

A. C. Webster, Mutual of N. Y.. 
warned against arbitrary broadening of 
the standard classification as a result of 
ere pressures. 

ORG, . Richardson, Mutual of N. Y., 
and S EB Adams, Lincoln National. also 
contributed discussions on underwriting. 

Discussing people living outside the 
continental United States and Canada, B. 
a be Holmes, Confederation Life, said that 
currency is now a major problem unless 
the company is doing business actively 
within the country. If the company is 
licensed in a foreign country it is usually 
best to do business in the local currency 
and make some local investments. Local 
laws are of paramount importance and 
the problems which arise can become 
very acute. Underwriting problems, 
however, become most important to a 
company trying to underwrite in .a 
strange country. Mr. Holmes said that 
the experience of his company had been 


disappointing from the point of view 
of medical examinations. Volume has 
been small and expensive and the ap- 


plicants’ real wants have not always been 
met. 
G. W. Wilson, Sun Life of Canada, 





said the experience of his company 
has shown that the i improvement in mor- 
tality on white lives in the West Jn- 
dies, India and Argentina has paralleled 
that in Northern countries. Because of 
tropical diseases and other hazards, it is 
still greater than mortality in the Unit: d 
States and Canada. Mr. Wilson said 
that currency is one of the most im- 
portant problems and that his company 
would issue a policy only to those peli 
cants who reside in a country in whic] 
the company operates. 

H. F. Rood, Lincoln National, men- 
tioned the growing nationalistic feeling 
in foreign countries and the growth of 
local companies whose rates were too 
competitive for an outside company 
wishing to charge a reasonable extra 
premium. Furthermore, the tax situa- 
tion, blocked currencies and taxes on 
money exported, made it difficult for a 
company to do a worthwhile business 

Changes recently made in non-medical 
selection were discussed by A. P. Mor- 
ton, Prudential. While there had been 
few recent changes, those that had oc- 
curred followed the usual pattern of 
about $10,000 to age 30 or 35 and a 
reduced limit of about $5,000 to age 35 
or 40. Using the 1953 report of the 
Society’s Committee on Mortality, Mr. 
Morton developed some estimates on the 
extra mortality cost of non-medical busi- 


ness. He concluded that non-medical 
business should not be issued after 
age 35. 

E. M. MacRae, New York Life, said 


his company had extended non-medical 
business to the immediate family of an 
agent, to all brokers except those on 
single case agreements and to all avia- 
tion risks regardless of the size of the 
aviation extra. 

7. J. November, Equitable Society. 
said that he had never been satisfied 
that a $10,000 non-medical limit was 
justified. 

E. A. Lew, Metropolitan Life, referred 
to the cost of carrving out the 1951 
studv on the mortalitv of impaired lives 
and felt that it might have been cheaner 
to use other sources of information. He 
had found a number of first class stud- 
ies bv hospitals and. other grouns and 
thourht that the mortality committee of 
the Society should approach hospitals. 
clinics, Government agencies and others 
outside the life insurance business to see 
if greater use could be made of their 
mortality and morbiditv studies. 

T. H. Kirkpatrick, Paul Revere Life, 
reassured the Society that its committee 
on morbidity under individual accident 
and sickness policies is now looking into 
the information available from outside 
sources and if found worthwhile it would 
be made available in a suitable form. 
Mr. Kirkpatrick said that this might be 
one answer to the problem of presenting 
data without having to wait the neces- 
sary period to compile inter-company 


statistics. 

Josephine W. Beers, Occidental of 
California, said that she had been able 
to make use of Department of Labor 
Statistics and material provided by Uni- 
versity of California in sickness and ac- 


cident business. 
Deductible Features 


Equitable Society experience under its 
individual major medical coverage was 
described by M. A. Miller. Current vol- 
ume is about 200 applications a week. 
which is about 5% of the volume ot 
Ordinary applications. On the $500 de- 
ductible plan, the average claim payment 
is about $500 and about one claim in six 
exceeds $1,000. Claim frequencies of 
from 10 to 15 per 1,000 persons insured 
are indicated. The market seems 
weighted toward higher income persons. 
but half the issues are to persons with 
monthly earnings below $800, and 15% 
to persons below $400 monthly. 

R. R. Anderson, New York Life, cited 
the need for educating the public to the 
advantages of the deductible types of 
coverage. His company had _ received 
only 35 claims thus far on its maior 
medical policies, averaging about $1,000. 
He pointed out that the recently in- 
creased medical deductions for Federal 


(Continued on Page 12) 
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ek, : 

of We, in the Life Insurance business, have a continuing responsibility to provide adequate counsel to the millions of Amer- 

le- icans who are, or will be, our clients. We must keep abreast of the times, supporting our sales message with knowledge 

ist acquired through study and application. ; 

of C.L.U. provides a splendid opportunity for broadening one’s base of knowledge. Through its well planned program oj 

ed promoting the professional concept of \Life Underwriting, the agent who participates and achieves the C.L.U. designation 

ve is able to gain a sound base for his selling activity. Through his C.L.U. course he can acquire insight in economics, govern- ‘ 
th ment, sociology, taxation, insurance law and other related fields. And, he usually sees the advantages of continued study 

% during the remainder of his career. 


Thus, the knowledge that C.L.U. study can give the agent and the way in which he applies it can be the determinin, 
ed factors in a successful career for him-—and in the well being of the American family he serves. : 
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Equitable Life of Iowa’s 
New Plans of Insurance 


CHANGES IN RATES ANNOUNCED 


New Dividend Scale wa Result in Lower 
Net Cost for All Plans in Current 
Policy Series 


Equitable Life of Iowa has announced 
two new plans of insurance and liberal- 
izations and changes in rates and divi 
dend 


is. 
The new special paid-up at age 65, 
participating policy is offered with a 
minimum original face value of $10,000. 


ages 0-14 on the 
ages 10-55 on the 


It will be available at 
juvenile form and at 
adult form, the latter being available on 
the substandard as well as the standard 
basis. Premiums are payable to age 65, 
at which time the following options are 
avi ~ ible 

The ‘policy will become paid-up for 
a pst face amount of $1,078 for 
each $1,000 of original face amount, o1 

The policy may be surrendered to 
provide an income to the insured on the 
120 months certain and life basis of $5 
per month per $1,000 of original face 
amount for male lives or $4.45 for female 
lives. 

This policy, with its favorable net cost, 
will appeal to the substantial buyer who 
wants his life insurance paid-up by “8 
also 


time of retirement. The policy will 
have an appeal for the prospect who de- 
sires a retirement income dovetailing 


retirement benefits. 
make this contract 
adapted for business in- 


with Social Security 
Low ledger 
especially well 


costs 


surance purposes. 
The new 5 year renewable and con- 
vertible Term, nonparticipating policy is 


being offered to standard risks, only, at 


insurance ages 15-55, inclusive. The mini- 
mum amount is $5,000. The policy will 
renew automatically at the end of each 
5 year period, except that the expiry 
date will be the policy anniversary near- 
est the insured’s 65th birthday. The pre- 
mium rate at attained age will apply 
at each renewal date. Waiver of pre- 
mium disability and accident death bene- 
fits will be considered. 

The 5 year renewable 
Term policy may be converted 
evidence of insurability as of original 
age within 5 years from the date of 
the policy or as of attained age at any 
time on or before the policy anniversary 
nearest the insured’s 60th birthday. 

The regular nonparticipating 5 year 
convertible Term policy will continue to 
be available at rates slightly lower than 
those for the new renewable and con 
vertible term contract. 


and convertible 
without 


Premium Rates Decreased 


Premium rates for all nonparticipating 
Term policies and multiple protection 
riders have been decreased from those 
previously used. The greatest reductions 
have occurred at the younger ages where 
the company’s mortality experience has 
been most favorable. 

In light of the company’s favorable 
experience, a marked reduction has been 
made in premium rates for waiver of 
premium disability benefits. The new 


premiums are 60% of those previously 
charged at ages 30-40 and ranging up 
to about 78% of the previous rates at 


ages 15 and 55 

The minimum age for 
benefits has been reduced to insurance 
age 5. The limit at ages 5-14 will be 
$10,000, the same as the current limit at 
ages 15-17. Premium rates for the i 
dental death benefit have been revised 
resulting in lower premiums at the 
younger ages and somewhat higher pre- 


accidental death 


accl- 


miums at the higher ages. 
The most extensive. change being an- 
nounced is the company’s new special 


class (substandard) insurance program. 
The advance in age method of rating 
has been discontinued. In its place the 
extra premium method will be expanded 


for use in connection with medical im- 
partments for all plans of insurance. 
Such risks will be classified under one 


of ten special classes. 
All term policies and Term riders ex- 
cept the new 5 year renewable and con- 


vertible Term policy will be considered 
for risks falling in the first four special 
classes and for virtually all occupational 
classifications. Substandard Term _ poli- 
cies and riders will contain conversion 
options corresponding to those available 
in standard insurance. As a company 
practice the same conversion privilege 
is being offered for outstanding sub- 
standard multiple protection riders with- 
in the regular conversion period. 


New Dividend Scale 


A new dividend scale has been adopted 
for the dividend year beginning January 
1, 1955, which will result in a lower net 
cost for all plans in the current policy 
series issued subsequent to May 1, 1952. 
Adjustments have also been made in the 
dividend formula for the various series 
of policies issued prior to May 1, 1952, 
resulting in increased dividends in many 
cases and in no decreases for any pre- 
miums paying policies. 


GEORGE A. TOWER DIES 

George A. Tower, 71, an insurance 
broker associated with New England 
Mutual Life for 44 years until his re- 
tirement two years ago, died recently in 
a Boston hospital. He made his home in 
Hingham, and is survived by his wife, 
a son and two daughters. 


Recent Field Changes 
Of the Travelers 


Several recent field changes in life, 
accident and Group lines have been an- 
nounced by the Travelers. 

‘wo assistant district Group super- 
visors have been appointed. They are 
Malcolm A. Abley at Pittsburgh, and 
Stanley A. Frederick, Jr., Toledo. 

Six Group supervisors have been 
named. They are Donald B. Stevens, 
3uffalo; Eugene J. Donahue, Chicago; 
Arvid B. Gose, Peoria; Walter CC. 
Blanev. Rochester, N. Y.; Thomas D. 
Philp, Detroit; and George D. Hankins, 
Jacksonville, Fla. 

Three field supervisors were also 
named. They are Thomas F. Nickerson, 
New Haven; Robert L. Stewart, Cleve- 
land, and Burton G. Hammond, Port- 
land, Me. Leslie T. Seely, Jr., has been 
appointed agency service representative 


at Newark, N. J. 


Life Insurance Benefit 
Payments Running Larger 


Payments to American Families by 
their life insurance companies are run- 
ning 10% larger this year than in 1953, 
according to a report by the Institute of 
Life Insurance. 


Columbian National Award 

General Agent Thayer Quinby, je 
agency staff and many of the agen \’s 
leading producers were guests of Julian 
D. Anthony, president, Columbian \a- 
tional Life, at dinner in honor of ihe 
agency’s victory in Columbian Nation::|’s 
Anthony Cup Campaign. 

The Quinby Agency topped all other 
Columbian National agencies in this an- 
nual contest with 238% of quota. 

The Anthony Cup, presented by Presi- 
dent Anthony, was accepted by General 
Agent Quinby on behalf of each mem- 
ber of the agency. 


American National Manager 


Alvin R. Paris was appointed to open 
a new agency for American National in 
Fort Smith, Ark. 

Mr. Paris entered the life insurance 
business in 1941 as a full time agent for 
American National in Oklahoma City. 
He has continuously been one of the 
leading producers of the company. In 
1947 he was promoted to district man- 
ager and has since led his district agency 
to a position high among the 35 leading 
agencies 











Cc. N. WYNKOOP 


For 23 years before 
considerations of health 
dictated a change, 

Mr, Wynkoop’s entire 
career was in the field 
of manufacturing and 
engineering. He 

had no previous life 
insurance experience 


whatever. 

















“Sales Far Exceeded One Half Million 


My First Year 


Mr. W. H. Alley, Regional Manager 
The Franklin Life Insurance Company 


Tulsa, Oklahoma 
Dear Bill: 


Today is the first anniversary of my association with the Franklin 
organization, and I have spent the last hour or two looking over the 
records of accomplishments for that period. When I first talked with 
you last year, I had no idea that the results would be so gratifying. 
At that time I was faced with the problem of changing my vocation. 
When one does this, especially at the “tender” age of 47, he naturally 
expects a loss in income. But with your able assistance and with the 
assistance of the exclusive contracts offered by Franklin, the accom- 
plishments of this first year have amazed me. 


In reviewing the record I find that my total sales for the first 12 
months far exceeded the one half million dollar mark, and my first 
year commissions exceeded the $10,000 goal by more than $6,000. 
When you set these goals for me, I thought you were being overly 
optimistic, but I now find that your figures were actually conservative. 
When you told me that 75% of my sales (if I were successful) would 
be in the Franklin exclusives, you were also conservative. 
represent all but four of the applications written—about 98% of 


my sales. 


I don’t know how to thank you werty gi for the assistance you have 
given me during the past year, and I 


enough for the exclusive contracts. 


Sincerely, 





An agent cannot long travel at a faster gait than the company he represents 


CHAS. E. BECKER, PRESIDENT 





SPRINGFIELD, ILLINOIS 

DISTINGUISHED SERVICE SINCE 1884 

The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 

Over a Billion Six Hundred Million Dollars of Insurance in Force 


September 16, 1954 


They 


also can not thank Franklin 


C. N. Wynkoop 
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Discuss Jurisdiction 
In Master Group Contracts 


The subcommittee on Group Life in- 
irance of which Commissioner Gil- 
voley of West Virginia is chairman 
‘Id a hearing at the New York State 
{asurance Department on Thursday of 
st week. Discussion was of master 
mtracts where there is a conflict of 
irisdiction where the contract is is- 
ied in one state and coverage includes 
‘rsons in other states. Subiects ex- 
osed included viewpoints relative to 
1e anti-trust act and Federal Trade 
(‘ommission. 

No action on the subject was taken 

hearing last week as subject will be 
further explored. 


American General Companies 
Buy American Reserve Life 


The American General Companies, of 
Houston, have purchased controlling in- 
terest in the American Reserve Life 
of Omaha, according to announcement 
Monday made jointly by Gus_ S. 
Wortham, president of American Gen- 
eral Insurance Co. (fire) and Benjamin 
N. Woodson, president of American 
General Life. Principal stockholders of 
\merican Reserve were Raymond F. 
Low, president, and Harold R. Hutch- 
inson, executive vice president. Ameri- 
can General has purchased the entire 
holdings of these two officers, and post- 
ed an offer to buy all other shares out- 
standing at the same price. 

A party of seven officers of Ameri- 
can General Life including Chairman 
Burke Baker and President Benjamin N 
Woodson, are in Omaha for the purpose 
of meeting American Reserve field per- 
sonnel and home office staff and for 
making plans for the future operations 
and rapid expansion of the company. 
Others in attendence are Vice Pres'- 
dents Ford Munnerlyn, Robert L. Mc- 
Elhannon and Robert L. Davis, Vice 
President and Actuary Andrew Delaney, 
and Associate Agency Director Ray 
Smith. 

Beniamin N. Woodson, CLU,_ presi- 
dent of American General Life, has been 
elected to the board of American Re- 
serve, and will give general supervision 
to the affairs of the company for the 
American General group. The new own- 
ers state that according to present plans 
the American Reserve will probablv be 
merged into the American General Life 
in due course, probably not sooner than 
the spring of 1955. Pending merger, 
American Reserve will operate autono- 
mously, with President Low, Executive 
Vice President Hutchinson and Vice 
President and Agency Director Frank 
Frensley, Jr., remaining at the helm, an1 
with no important change in the policies 
and program of the company. 

American Reserve has insurance in 
force of approximately $58,000,000, with 
assets of more than $15,000,000, and op- 
erates in ten middle-western states. The 
company celebrates its 30th birthday 
this month. 

American General, now in its 29th 
year, has more than $210,000,000 of in- 
surance in force, and will enjoy new 
paid business in 1954 of nearly $50,- 
000,000, all in the state of Texas. The 
company recently announced its inten- 
tion to expand operations into other 
states, and has already been admitted to 
Louisiana, although no agency develop- 
ment has yet been undertaken. Thus 
the combined companies will operate in 
twelve states, will show insurance in 
force on December 31 of about $274.000.- 
000, new business of nearly $60,000,000, 
and assets of more than $40,000,000. 


NEW OCCIDENTAL AGENCY 
Occidental Life of California has 
opened its first agency in Harrisburg, 
Pa, and named Joseph F. Roe, CLU, 
general agent. Mr. Roe has been as- 
sistant manager in New York City for 
hg ag Life of New York since 1946. 
He is a native of Astoria, N. Y., and a 
graduate of Queens College in New 
York City. 


Made Brokerage Manager 

Anthony J. VanderHeide, agent for 
Occidental Life of California since 1952, 
has been named brokerage manager of 
the company’s Grand Rapids, Mich., 
branch office. 

A native of Iowa, Mr. VanderHeide 
is a graduate of the University of IIli- 
nois and a World War II veteran. Be- 
fore going to work for Occidental in 
Grand Rapids, he was employed by sev- 
eral large manufacturing concerns as a 
production specialist. 

He is a past chairman of Welfare 
Committee of the Grand Rapids Com- 
munity Council. 


Bankers Life Co.’s 20% Gain Honor Three Guardian Men 

New business issued and paid for in A special dinner was held 
Bankers Life Co. for the first nine 
months of the year was more than 20% 
greater this year than in 1953. The total 
ot $186,267,422 through September 30 with the company. 
represented an increase of $31,494,244 wore. Eugene FE. 
over the same period last year. 


Monday 
night at Metropolitan Club, New York, 
honoring three officers of Guardian Life 
who have completed 25 years of service 
The officers honored 

Gleason, assistant 
financial secretary; Edward J. Mallon, 
assistant controller; and Daniel J. Reidy, 


STOCK INCREASE APPROVED 

Stockholders of Philadelphia Life have : zs ; 
approved an increase in the capital stock Presented them with 25 vear service 
from $1,000,000 to $1,500,000. pins and wrist watches. 


general counsel. President James A Mc- 
Lain was toastmaster at the dinner, and 
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° ry e 
Actuaries’ Meeting 
(Continued from Page 8) 
income tax purposes would seem to have 
little effect. 
J. F. MacLean reported that 
Nebraska offers a hospital plan with 
either first dollar coverage or a deduc- 
tible of five times the daily benefit. The 
differential in premium rate for a family 
of four is about equal to the deductible. 
W. G. Schneider reported that Bank- 
ers Life of Iowa offered a $50 deductible, 
as well as a full 


3ankers 


25% coninsurance policy 
plan. Currently 
he issues are on the deductible 


coverage about one- 
third of t 
They expect the policy to attract 


market for 


basis. 
the buyer who is in the 
actual insurance protection. 

C. N. Walker, Lincoln National, 
ascribed the prevalence of first dollar 
coverage to the history of the hospital 
coverages, since they were introduced 
by the service 
controlled by 
consideration of 


which are 
the hospitals. He called 
for careful the objec- 
tions to first dollar coverage. The com- 
panies should create a demand for de- 
ductible coverage if maximum protection 


organizations 


is to be offered. 

The background of the establishment 
of Blue Cross was described by T. L. 
Anderson, Federal Life. 
Josephine Beers discussed some of the 
problems that have arisen under Group 
policies providing full semi-private serv- 
ice. She cited the American Hospital 
Association annual booklet showing hos- 
and pointed out 
The average 


pital rates by states, 
possible pitfalls in its use. 
daily room payment has increased stead- 
ily over the years. 

D. W. Pettengill, 
out that in its next report, 


Aetna Life, pointed 
the Hospital 
association will show figures separately 
for 20 major U. S. cities, recognizing the 
cost differential from state figures. 

M. J. Wood, stated that the 


difficulties of full service plans develop 


Travelers, 


because they violate two basic principles 
of insurance—that the risk be measur- 
able, and that the existence of insurance 





should not increase the risk appreciably. 
Loss ratios on this business have aver- 
aged 10% higher than on fixed benefit 
plans. 

N. J. Prendergast reported that on 
plans memgiew full semi-private accom- 
modations, the Metropolitan reserves the 
right to increase premiums on = any 
monthly due date if the charges being 
incurred for room and board exceed the 
amount assumed in calculating the ini- 
tial rate. 

W. S. Thomas, presented a detailed 
study of Metropolitan’s claim experience 
under two typical group mz ujor medical 
expense plans, by type and size of claim. 

London Life’s major coverage on its 
own employes was described by C. A. 
Naylor. He emphasized the need for 
holding substantially higher reserves for 
accrued claims on these benefits than 
commonly held for other casualty bene- 
hits 


N. F. Jones, Prudential, said that the 
big rate question under group major 
medical has been how much credit to 
give for integration with basic plan 
benefits. 

D. F. Pettengill, Aetna Life, pointed 


out that the time lag in receiving major 
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medical expense claims depends to a 
considerable extent on the richness of 
the basic coverage. They had experienc ed 
a claim rate increasing by quarters from 
1 to 6 to 12 to 24% of premiums. 

The effectiveness of accident and sick- 
ness insurance depends to a large degree 
upon the joint efforts of organized med- 
icine, the hospitals and the insurance 


business. This fact was emphasized 
strongly by M. D. Miller, Equitable So- 
ciety and G. H. Davis, LIAMA. The 
cost of medical treatment frequently 
varies by the patient’s ability to pay. 
This means that some coordination is 


necessary between insurers and those 
who provide the services which are the 
ultimate benefits of the policies, if acci- 
dent and sickness insurance is to per- 
form its function effectively at reason- 
able cost. Medical prepayment organiza- 
tions, such as Blue Shield and Blue 
Cross, which have grown up outside the 
regular insurance business, meet this 
problem by controlling the charges of 
those who provide the services. 

Mr. Miller stated that “while the in- 
surance business came to realize this 
later than it might well hz ive, a tremen- 
dous amount of progress in that direc- 
tion has been made in the last few years 
largely through the establishment and 
work of the Health Insurance Council.” 
He made reference to a number of con- 
crete accomplishments among’ which 
were the establishment of plans for fa- 
cilitating the admission of insured per- 
hospitals, the development of 
uniform claim blanks and their accept- 


sons to 


ance by the companies, the doctors, and 
hospitals, and the inauguration of state 
medical society sponsored surgical plans 
in the underwriting of which insurance 
companies participate. 

Mr. Miller and Mr. Davis both em- 
phasized that good as these efforts are 
they are still too little for the magnitude 
of the job to be performed. 

Steps toward meeting 
criticism directed at the 
sickness insurance business 
pursued aggressively by a joint com- 
mittee on Health Insurance, composed 
of representatives of the seven acci- 
dent and health trade associations, Mr. 
Miller stated. Important also are the 
establishment of a code of ethics as 
recently adapted by the Bureau of Acci- 
dent and Health Underwriters and the 
continued improvement of benefit cover- 
ages available to the public. 

M. Pike, John Hancock, stressed the 
role which actuaries must play in the 
development of accident and sickness 
coverages. Pointing out that the cur- 
rent trend is for extension of the de- 
ductible and coinsurance principles in 
the accident and health field which may 
at first glance appear to increase the 
proportion of the medical bill which is 
borne by the public. Mr. Pike said this 
is not necessarily so when _ properly 
coupled with the recent development of 
the so-called catastrophic or major med- 
ical coverages. 

The entry of many of the leading life 
insurance companies into the field of 
accident and health insurance in recent 


the adverse 
accident and 
are being 















‘“,..Have You Heard? 


PosTAL LIFE 


$11 FIFTH AVENUE NEW YORK 17, NEW YORK 


... What Postal did for me?” 
---“Here’s how Postal 
helped me place a case...” 


“Postal got me out of a real 
sales jam”... “I had a com- 
plicated case with four ex- 
ecutives for $50,000 each— 
the Postal GA really showed 
me how to handle it.” 

Yes, word gets around the 
street, one Broker tells an- 
other... that’s why Postal 
is so highly thought of by 
those “in the know”. Here’s 
Brokerage service, variety 
of policies, and underwrit- 
ing at its best. 


You should know about this 
service, too. Try us on one 
or two cases. Today! 


GEORGE KOLODNY, President 








years has been of significant importance 
in meeting adverse criticism in the opin- 
ion of J. H. Miller, Monarch Life. 

J. M. Bragg, Great West Life, de- 
scribed some of the recent developments 
in his company’s efforts to extend ac- 
cident and sickness insurance to those 
segments of the population which are 
insurable but not now adequately coy- 
ered. These include coverage for older- 
age dependents of an employe and to 
pensioned employes and their depend- 
ents. 

To make group coverage available jo 
employes of small firms the Great West 
will issue a master policy to Chambers 
of Commerce. Coverage is available for 
all persons who are employes of firms 
who are chamber members; 74 such 
cases are currently in force. Similar 
coverage is being provided to farmers 
through rural cooperative electrical as- 
sociations. 

T. H. Kirkpatrick, Paul Revere Life, 
expressed the view that the great ma- 
jority in the segment of the population 
not now adequately covered are persons 
who are not financially able to pay for 
such coverage. Hence, it becomes an 
economic as well as an insurance prob- 
lem and poses questions of tremendous 
magnitude. 

In deciding the percentages of pre- 
mium to be used for the various benefits 
in a welfare program, E. A. Grossman, 
Union Labor Life, said that some of the 
methods used in the past have consisted 
of following the pattern which best 
served the purpose of bargaining. He 
cited the wide variance in distribution 
amongst various unions and felt what 
was needed was a scientific approach 
somewhat along the lines of Operations 
Research. 

Continuing the discussion, A. G., 
Weaver, John Hancock, said that the 
several criteria used to determine the 
allocation of the welfare premium dollar 
included the pattern already established 
by other groups in the industry, by 
other groups in the same geographic: al 
area, the indicated desires of the work- 
ers and the presumptive needs of the 
worker and his dependents. 

J. P. Stanley, UAW-CIO, addressed 
his remarks particularly to the question 
of pension costs. He thought that a 
basic reason for the small fraction of 
insured pension plans among those nego- 
tiated by unions was the knowledge of 
a union that any improvement in pen- 
sions was likely to be at the expense of 
other fringe benefits and wages. IIlus- 
trating his remarks with an actual case, 


Mr. Stanley developed the point that 
unions will think twice about financing 
methods which produce high costs in 


the early years. 


The unions much prefer 
level cost plans. 


R. C. Reinecke’s New Post 


Ralph C. Reinecke, CLU, has joined 
the Southwest Republic Life, Fort 
Worth, as executive vice president and 
director of agencies. He was formerly 
assistant vice president and associate 
director of agencies for Republic Na- 
tional Life, Dz illas, whose home office 
staff he joined in 1950. He began his 
career in the life and A. & H. insurance 
business at 18 as a personal producer 
and later served as an agency assistant 
manager. 

He is a graduate of the Life Insurance 
Marketing Institute of Purdue Univer- 
sity and the Life Insurance Agency 
Management Association’s School of 
Agency Management. 

Mr. Reinecke’s appointment is in line 
with Southwest Republic’s expansion 
program, Rice Tilley, president of the 
company, said. Founded in April, 1953, 
it has made rapid growth. 
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Arthur Milton President of 
Postal Gen. Agents Assn. 





Cassar Studios, Inc. 


ARTHUR MILTON 


Postal Life General Agents’ Associa- 
tion held its annual all-day meeting at 
the company’s home office at 43rd and 
Fifth Avenue, New York City, recently. 
Arthur Milton, New York City, was 
elected president, Lester Margolis, New 
Haven, vice president, Alexander Roten- 
berg, New York City, secretary, and 
A. M. Civin, CLU, Buffalo, treasurer. 
Milton Altschul, CLU, New York City, 
is the outgoing president. This is the 
second time that Mr. Milton has been 
elected president of this association. 

The company’s future plans were dis- 
cussed with the general agents in a joint 
meeting attended by President George 
Kolodny, Actuary Saul Rosenthal, As- 
sistant, Secretary Howard Watne, Un- 
derwriting Executive Henry Way-Silvers, 
and Agency Secretary Emil Kaselitz. 


L. I. Agency Management 


Program for Chicago 

Program of Life Insurance Agency 
Management Association at its annual 
convention in Chicago November 9-11 
follows: 

Forum on public relations — Founda- 
tion of Sales with eight agency officers 
as speakers. 

Forum on legislative climate for sales, 
speakers being Eugene M. Thore, gen- 
eral counsel, Life Insurance Association 
of America, and Claris Adams, executive 
vice president and. general counsel, 
American Life Convention. 

Fellowship Luncheon with Dr. Charles 
F. Phillips, president of Bates College 
as speaker. 

Opening of general session with ad- 
dress by Richard E. Pille, president of 
LIAMA and vice president of Mutual 
Benefit Life. Lewis W. S. Chapman, 
head of LIAMA company relations di- 
vision, will also speak at that session. 

Other speakers during the convention 
will include M. P. Hughes, president, 
Life Underwriters Association of Can- 
ada; Robert L. Walker, CLU, president 
of NALU; D. E. Kilgour, assistant gen- 
eral manager, Great-West Life; Dudley 
Dowell, executive vice president, New 
York Life; Ardell T. Everett, second 
vice president, The Prudential; J. Harry 
Wood, editor of CLU Journal; S. Rains 
Wallace, director of research, LIAMA; 
and O. Alfred Granum, agent of North- 
western Mutual, Amery, Wis. 

Also, John A. Hill, general agent, 
Aetna Life, Toledo; Morton Boyd, presi- 
dent Commonwealth Life; and Charles 
J. Zimmerman, managing director, 
LIAMA. 


1954 Best’s Aggregates 

The 1954 edition of Best’s Aggregates 
and Averages, a Statistical history of 
fire and casualty insurance covering all 
stock companies and mutual companies 
writing 75% of all mutual business, has 
been published. It’s tables and graphs 
permit a grasp of trends over the past 
50 years, and show the comparative po- 
sition of the various carriers with re- 
spect to premium volume, operating ex- 
penses, assets and liabilities, underwrit- 
ing results, experience by line, etc. Each 
company’s position is measured against 
aggregate figures for the industry and 


for its own class of carrier. 

At a cost of $10 each, copies may be 
obtained from the home office of the 
Alfred M. Best Co., Inc., at 75 Fulton 
Street, New York 38, N. Y., or from 
any of its branch offices in Atlanta, 
3oston, Chattanooga, Chicago, Cincin- 
nati, Dallas, Los Angeles or Richmond. 





JOHN McMAHON, SR., DEAD 
John McMahon, Sr., retired district 
manager of Metropolitan Life in Pough- 
keepsie, N. Y., died recently. He retired 
in 1941 after completing 30 years of 
service with the Metropolitan. 


Savings Bank Insurance 
Removes Extra Premiums 


New York Savings Bank Life Insur- 
ance Fund announces that many occu- 
pations formerly subject to extra pre 
miums will now be considered on a 
standard basis. The premium rates of 
present policyholders in these occupa 
tions, as well as applicants for new life 


insurance, will be affected. 
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ANOTHER 
GREAT-WEST 
LEADER... 


A NEW AND DIFFERENT APPROACH TO 
EMPLOYEE RETIREMENT PLANNING 


Now - - any business, large or small, can obtain the advantages 

of a retirement plan that provides employees with all the features 
and flexibility of Individual Policies PLUS the economy and 

other benefits of Group Insurance underwriting. 
plan-- MONOLIFE.- satisfies completely the interests of both 


employer and employee. 


MONOLIFE isa complete, easy - to- sell, easy - to - understand 


package ... another example of Great-West Life’s progressive 


Competent, skilled group sales technicians are now prepared 
to demonstrate the outstanding merits of MONOLIFE and 
assist brokers and surplus writers in the sale of this plan. —_ For 


further information, contact your nearest Great-West Life office. 
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Made Co-General Agent for 
Manhattan Life in Pittsburgh 


E. DONALD FUERST 


Appointment of E. Donald Fuerst as 
co-general agent in Pittsburgh has been 
announced. by Manhattan Life. Mr. 
Fuerst becomes a partner with Harry 
W. Porter, appointed general agent 
earlier this year in the Fuerst & Porter 
Agency with offices in the Farmers 
Bank Building. 

Mr. Fuerst has 
ground, having spent 
American Bridge Division of 
States Steel before entering the insur- 
ance business with the Home Life of 
New York. He is well known in the 
Pittsburgh area as an estate planning 
consultant, having specialized in this 
field on both business and personal situ- 
ations. 

The new 
brokerage, 
planning 


a broad business back- 
13 years with the 
United 


agency will specialize in 
as well as performing estate 
service for its clients. 


Berkshire Names Speyer; 
Plans Two Boston Agencies 


Berkshire Life announces plans for 
expansion into a two agency operation 
in Boston. This is occasioned by the 


3oireau, who has 
general agent in 
22 years. 

agencies is being 
Joseph L. 
Until 


Walter H. 
company’s 
Boston for the past 

The first of these 
set up with appointment of 
Speyer, CLU as general agent. 
the plans for the second agency have 
been definitized Mr. Spever will take 
complete charge of all of the company’s 
3oston operations. 

Mr. Speyer has been associated with 
the Boston agency in the capacity of 
assistant general a for the past five 
As a CLU and en officer in oa 


death of 
been the 


vears. 
Supervisors Club of Boston, he ha 
been active in life insurance nities. 


Through the Masons, church and civic 
activities he is well known in Boston 
and vicinity. He is a graduate of Massa- 
chusetts Institute of Technology. 


NEW ORLEANS OFFICE MOVES 

Edward N. Cheek, Jr., manager of the 
New Orleans brokerage office of Con- 
necticut General Life of Hartford, has 
moved his office to 512-514 Pere 
Marquette Building, 150 Baronne Street. 
The office was located at 1111 Tulane 


Avenue. 





“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 
Generel Agent 
Continental Assurance Company 


Ill. 
32 Court Street ‘ Brooklyn 2, N. Y. 
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Great-West Life’s New 
Employe Retirement Plan 


“Monolife,” a new employe retirement 
plan, was introduced by Great-West Life 
at a conference of its Group field men 
in Winnipeg recently. The plan 
combines in a single package the fea- 
tures and flexibility of individual pension 
policies with the economies and other 


new 


benefits of Group underwriting and ad- 
ministration. “Monolife,” the company 
believes, will solve the problem of many 
employers who have had difficulty in 
deciding between the two customarily 
available plans of individual life policies 
or a single master Group policy. 
Monolife is extremely flexible and can 
be adapted to a wide variety of pension 
formulas, such as salary-service, flat per- 
money pur- 


centage, uniform amount, 


or combinations of any two or 


chase, 
more. Monolife policies can provide life 
insurance benefits even for those em- 
ployes not eligible for pension benefits. 
be either contributory or 
written 


Monolife can 
non-contributory and 
with any of the usual provisions for the 


may be 


vesting of benefits in the employe on 
termination of service before retirement. 

The required pension under Monolife 
may be provided either by pension in- 
surance or retirement annuity coverage, 
or both. Where insurance coverage is 
provided no evidence of insurability is 
required (within fixed limitations by 
amount of insurance), additional cover- 
age for salary increases will be provided 
automatically, and an interim insurance 
benefit may be provided for employes 
not eligible for pension. If insurance 
benefits are not desired. Monolife will 
provide retirement annuity coverage 
only. 

Both pension insurance and retirement 
annuity coverage have cash values which 
are available on maturity at normal 
retirement age or on prior termination 
of service at any time after the first 
premium has been paid. Eight options 
are available to the employe on retire- 
ment or termination (if within 10 years 
of normal retirement date). These in- 
clude lump sum payment, fixed amount 
installments, and life annuity with or 
without guaranteed period. 

There are many other features to 
Monolife, a plan which Great- West Life 
Group men are now introducing in their 
territories in the United States. It is 
expected that the plan will be available 
in Canada next year. 





I was almost hit by the 
red carpet 


MY COMPANY STRESSES 


THE HUMAN ELEMENT... They really roll out 
the red carpet for me, and I’m human enough to enjoy it. 
I like dealing with the folks at The Berkshire 


because they all talk my language .. . 


but it’s as you 


might expect from a Company whose entire 
Agency Department staff is from the field. 
I get the kind of individual attention that proves my problems 
are my Company's problems, too. 








Complete personal coverage in Life, Annuities, 
Accident & Health and Hospitalization. 








KEEP YOUR EYE ON 


BERKSHIRE 


LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. 


e A MUTUAL COMPANY ¢« CHARTERED 1851 


W. RANKIN FUREY, C.L.U., President 





Provident Mutual Gains 

Provident Mutual’s new paid business 
for the first nine months of 1954 totaled 
$111,839,000, an increase of 6.6% over thie 
corresponding period of 1953. Insurance 
in force rose to $1,621,743,000. 

New investments for the first nine 
months of 1954 totaled $71,729,000, yield- 
ing a gross return of 4.16%. Outstand- 
ing investments showed a gross yield of 
3.66% on total ledger assets of $722.- 
705,000 at the end of nine months as 
against a 3.56% yield for the correspond- 
ing time last year. 


Atlantic Alumni Meeting 


(Continued from Page 3) 


better; certain failures can be elimi- 


nated sooner.” 


Charles J. Zimmerman Concluding 


Speaker 


“Who sets the pace?” was the ques- 
tion posed by Charles J. Zimmerman, 
LIAMA managing director, in his ad- 
dress which ended the meeting. His an- 
swer was that the agency head sets the 
pace and he listed some things he would 
trv to do if he were to go back into field 
management. These included: 

“Question my home office about its 
objectives. Does it want me to develop 
career men? What kind of business 
does it want me to write? 

“Why do we write what we write? 
Wt-- doesn’t the company write some 
other lines? I would want to know the 
reasons. 

“Have a five-year plan for my agency. 

3e more selective in hiring men. | 
would use tools like the Aptitude Index 
and pay attention to the results for this 
would vive me the best odds. 

‘Bring a few youny men into my 
agency cach vear right out of college 
Even though this goes against the 
known odds, I think it is good to have 
a few young men around. Perhaps our 
business owes these colleve graduates a 
Start. 

“Pay more attention to costs. 
scious of the value of a successful 
to me. 

“Trv to realize and act upon my re- 
snonsibility as the ace setter.” 

Mr. Zimmerman paid tribute to the 
agency system of distributing life in 
surance, saying that under similar con 
ditions the agency system will outper- 
form anv other svstem of distribution 

He exnressed his belief that the 
agency system will continue, but that it 
may change as rapidlv in the next 
quarter-centurv as it has in the past. As 
reasons for this he cited the ever- 
growin market for life insurance, and 
the fact that “the public knows more 
about life insurance today and has a 
greater concept of it.” 

Acknowledging that onnortunities for 
expansion of life insurance riarkets far 
outweirh any restrictive factors, Mr. 
Zimmerman said three conditions that 
are narrowing the market somewhat 
should not be overlooked. 

He listed the tremendous growth in 
Social Security benefits, in fringe bene- 
fits, and the danger of the business 
“commiting fratricide.” He said that the 
life insurance business has been built 
on the trusteeship idea, but “today we 
see some people coming in who are not 
so motivated, but whose major interest 
is to hide capital gains or evade taxes 
or something along that line.” He con- 
cluded that the rest of the business 
“cannot help being tarnished by. those 
who have less than pure motives.’ 


Be con- 
arent 





HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2-3 
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Fiquet With LIAMA 


Strathmann Studio 


WILLIAM THOMAS FIQUET 


Fiquet, who has 
Agency Manage- 
consultant, has 


William Thomas 
joined Life Insurance 
ment Association as a 
been branch manager in St. Joseph, Mo., 
for American Reserve Life. A graduate 
of University of Missouri, class of ’41, he 
was a pilot in the Navy until 1946 when 
he went on inactive duty with rank of 
lieutenant commander. Until 1947 he 
was with Balfour, Guthrie and Co., Ltd., 
San Francisco, and in that same year 
joined the Glen S. Baker agency of 
Prudential in Kansas City, being pro- 
moted to assistant manager of the agen- 
cy and opening its St. Joseph unit. He 
joined American Reserve in 1951. With 
LIAMA he will be in the company rela- 
tions division and also contribute to 
Association publications as well as serv- 
ing on Agency Management schocls’ 
staff. 


National of Vt. Reaches 
Billion and Half in Force 


National Life of Vermont last week 
attained one billion and a half of life 
insurance in force marking an impor- 
tant milestone in the 104-year history 
of the company. Among companies 
which write solely Ordinary life insur- 
ance, excluding Industrial or Group 
business, National Life ranks fourth in 
amount in force. It took only five years 
to add the last half billion of insurance 
in force. 

“Size alone has never been our goal,” 
said Deane C. Davis, president of the 
company, “so it is that our sense of 
accomplishment is heightened by the 
fact that this noteworthy milestone has 
been reached without the slightest sac- 
rifice to our three chief objectives. 
These objectives are today, as they have 
been during the company’s entire life: 
unquestioned financial soundness, equity 
and mutuality among all classes of 
policyholders, and low net costs.” 


Ordinary ; Sales Leaders 


North Dakota showed the greatest 
rate increase in Ordinary life insurance 
sales in September with Arizona second 
and Nevada third, it is reported by the 
Life Insurance Agency Management As- 
sociation, which has analyzed September 
sales by states and leading cities. Coun- 
trywide, Ordinary business increased 
9% in September, compared with Sep- 
tember, 1953, while North Dakota sales 
agi 46%, Arizona 34% and Nevada 

c 

For the first nine months, Arizona led, 
with an increase of 21% from a year 
ago, North Dakota being second, up 18%. 

\mong the large cities, New York 
showed the greatest rate of increase for 
September, with a gain of 16%. Phila- 
pivies was next, with purchases up 
‘ €. 








adjusting to the new $4,200 base figure 
benefits are 


Pension Plan Changes 
Follow SS Amendments 


ATTITUDES 


the formulas under which 
integrated with Social Security. 

In nine plans out of 38 reported which 
provide certain total 
inclusive of all or part of Social Security 
payments, the level of the total benefit 
will be increased. Changes are 
considered in 13 of the remaining 29 pro- 


SURVEY ON FIRMS’ benefits 


pension 





Commerce and Industry Assn. Reports 
Modifications Mostly Will Adjust 


to New Tax Base being 





Because of the liberalized payments a 
: ; grams of this type. 
and extended coverage provided by this , : 3 j 

In no* case will firms with non- 


year’s amendments of the Social Se-. hn 
we : nigh integrated plans reduce company bene- 
curity Act, a substantial number of New a 3 PE sh ws : 
Y k tyait f ‘deri fits to offset increased Social Security 
; ass 3 Pare considering an igh? 
ork business mrms are considering phayments, and under only six plans will 


amounts 


contemplated changes affect 
funds to 


paid from company pension 
employes already retired. 
Comment of about 90 of the 141 com- 
panies which do not expect to alter 
their pension programs was generally to 
the effect that they regard the liberali- 


modifying their retirement plans, it was 
revealed in a survey made by the Com- 
merce and Industry Association of New 
York, Inc. 
Returns from 
209 pension plans analyzed by the asso- 


206 companies covering 


ciation’s Industrial Relations depart- tion of Social Security sympathetically 
ment, according to Thomas Jefferson and would have their employes derive 
niden: : . : ide the full benefit of the amendments. 
Miley, executive vice president, indicate In addition to the question of modi- 
that about one-third of the employers fications, the survey goes into the basic 


patterns of the pension plans covered. 
As to funding, 102 plans are of the 
trusteed type, while 86 are insured, and 


are contemplating modification of their 
retirement programs. While changes are 
definitely planned by only 26 companies, the remaining 21 either employ an in- 
42 surance-trust fund combination or are 
“pay as you go.” At least some part 
of past service liability is funded in 150 
plans—fully in 67; 75% to 99% in 17; 
50% to 74% in 15, and less than 50% in 
others reporting. Employes contribute 
to slightly more than half of the plans. 

Most plans, it was found, gear retire- 
: ment benefits to both earnings and years 
A little of service, and only ten pay a level 
amount for all those qualified. In 142 
plans there is some form of vesting of 
benefits for employes who leave before 
retirement age, With no such provision 
in 65 plans. 


alterations are being considered by 
others and 141 programs will not be re- 
vise 1. 

A markedly greater tendency 
modification is shown by companies with 
rather 
systems are 


toward 


“integrated” retirement plans 
than those 
not tied in with Social Security. 
over half of the firms with integrated 
plans reported, they are at least consid- 
ering changes. Only 10% of the com- 
panies with non-integrated plans evinced 
interest in pos ible modifications. Indi- 


whose pension 


cated revisions in integrated plans are 3enefits under 115 plans are _ inte- 
as follows: grated with Social Security, the com- 
Will Adjust to New Tax Base panies in effect treating such benefits 

as part of their own retirement pro- 

In 18 plans, changes will be limited to grams. In these instances, the pattern 
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ATTENTION — Monthly Premium Agents 


Fig Vow Availabe 7 


MONTHLY PREMIUM WHOLE LIFE INSURANCE 
paid up at Age 75 
designed for use in combination with 
1. Monthly Premium Accident and Health Business 
2. Monthly Premium Hospital and Surgical Business 


3. Monthly Premium Employee Benefit Plans 
or sold individually 


POLICY FEATURES 


Automatic extended insurance after 2 yrs. 

Cash values after 3 yrs. 

A brief non-medical application. 

Adequate limits—ages 1 to 60.- 

No discrimination on rates. 

Attractive Ist yr. and continuous renewal commissions. 


GENERAL AGENCIES OPEN IN 11 STATES AND D. C. 
Volume penceners contact 





244 S. 8th St., Philadelphia 7, Pa. 
Ch 50 Years of Distinguished Sigites 








generally is to interrelate the two pro 
grams by having the companies pay 
higher benefits roughly on that part of 
earnings over the amount on which So- 
cial Security is based. 

The programs reported upon in the 
survey, which was conducted under the 
supervision of Horace E. Sheldon, di 
rector of the association’s Industrial 
Relations department, include plans for 
both office and plant employe groups 
The terms of 40 of the pension plans are 
subject to collective bargaining; those of 
165 are not. 











al 


Michael J. Diglio, named Pacific 
Mutual’s ‘most outstanding new- 
comer of 1953” when he won Big 
Tree Top-Star honors in his first 
11 months in the field, says — 


“Training is the key word in my 
Story: training. that began on the 
day of my induction, has kept pace 
with my figid effort, and gives me 
not just selling know-how alone, 
but faith, conviction and enthusi- 
asm as well. 

“Most important, | know that no 
matter how high | may climb pro- 
duction-wise, there will always be 
more Pacific Mutual training avail- 
able to help me mount still higher.” 


Pacific 
aheh gered | 


LIFE INSURANCE COMPANY 
HOME OFFICE: LOS ANGELES, CALIE. 


Se 2 
3 E 


1868 


LIFE—ACCIDENT & HEALTH 
RETIREMENT PLANS—GROUP 
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Architect’s drawing 


Clarence J. Myers, president of 
York Life, on his first visit to West 
Coast since he became president of the 
company last January annuonced in Los 
Angeles that the company will build a 





F. R. Boltz, District Mgr. 
For Prudential at Maspeth 


Appointment of Frederick R. Boltz as 


manager of The Prudential’s Maspeth 
(N. Y.) district office has been an- 
nounced by Paul B. Palmer, company 


vice president. 

For the past four months Mr. Boltz 
has been a training consultant at the 
company’s headquarters in Newark, N. J. 
Prior to this appointment, he had been 
a staff manager in the Hempstead (N. Y.) 
district office for four years. He joined 
Prudential as an agent in 
Centre in 1937. 

Mr. Boltz is a World War II veteran 
and is a member of the American Legion, 
the Keystone Yacht Club, the Elks Club, 
and the .National Association of Life 
Underwriters. 


Bekadinan! Gessstal penis 


Mutual Benefit at Boston 
Mutual Benefit Life of Newark has 
appointed Arthur G. Boardman, CLU, 
general agent at Boston succeeding Fern 
D. Haselton who has retired. Mr. Board- 
man has been assistant general agent. 


N. Y. Supervisors Meeting 

The Life Supervisors’ Association of 
New York City will meet on November 9 
at which time the guest speaker will be 
John F. Sullivan, partner in the firm of 
Merrill, Lynch, Pierce, Fenner & Beane 
The meeting will be held at the Hotel 
Martinique. 


TO PAY 10% STOCK DIVIDEND 

The Old Republic Credit Life of Chi- 
cago is preparing to pay a stock divi- 
dend of 10%. The present capital is 
$1,069,200 and it would become $1,176,120 
when stockholders at a meeting Novem- 
ber 20 ratify the directors’ proposal 
The company has just paid an extra 
dividend of 10 cents per share plus its 
regular dividend of 10 cents. 


Alvin Loop Promoted 

Alvin Loop, former Group representa- 
tive in Occidental Life of California’s 
Detroit Group office, has been, promoted 
to assistant regional Group manager in 
the company’s Cincinnati Group office. 
Mr. Loop joined Occidental in 1953 as 
a Group service representative in De- 
troit, and was named Group sales repre- 
sentative earlier this year. 


JEROME BRADIGAN DEAD 
Jerome Bradigan, an agent for Metro- 
politan Life for the past 25 years, died 
recently in Scranton, Pa. He was a mem- 
ber of the Veterans Association of 
Metropolitan Life. 


proposed building New 


New 


Rockville : 


York Life in Los Angeles 


modern, three-story building in Los An- 
geles to house its Los Angeles and South 
Pacific division offices. The new build- 
ing will be on oo Sixth Street over- 
looking LaFayette Park. The main en- 
trance will be on the East (Lafayette 
Park Place). On the Sixth Street level 
the building will have a_ brick facade 
with a luminous ceiling. Welton Becket 
and Associates are architects of the 
building. 

Among those who heard President 
Myers speak were Raymond C. Johnson, 
vice president; Dudley S. Bates, regional 
vice president for Pacific region; G. 
Thomas McElwrath, field vice president, 


South Pacific division: and Los Angeles 
business leaders. 
Mr. Mvers also addressed a meeting 


on October 21 of more than 400 leading 
southern California and Arizona agents 
and New ‘York Life personnel in Am- 


bassador Hotel. On October 23 he spoke 
to more than 300 northern California 
and Nevada agents at Mark Hopkins 
Hotel. 





LIFE INSURANCE 





RENEWAL 


RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


BOwling Green 9-0109 








To Meet on Special Policies 

The New York State Insurance De- 
partment has written to life insurance 
companies asking them to a conference 
on November 18 at the Department for 
a discussion of special policies. 


Aetna Cos. Director 
Frederick B. Rentschler, chairman of 
the United Aircraft Corp., will be elected 
a member of the boards of directors of 
Aetna Life Affiliated Companies at the 
February meeting. 


H. H. Peirce, V.P., Actuary, 
Massachusetts Mutual, Dies 


Harry H. Peirce, vice president and 
actuary, Massachusetts Mutual Life, 
died in Springfield, Mass., on Novem- 


ber 

Born in Taunton, Mass., and receiving 
his B.A. degree from Amherst College 
in 1912, he taught mathematics at the 
Hill School, Pottstown, Pa., before join- 
ing the actuarial department of Massa- 
chusetts Mutual. He was made assistant 
actuary in 1922, associate actuary in 
1930 and actuary in 1936, being elected 
vice president in 1944. During World 
War I he was in the Navy. 
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| HEARD On The WAY 





The Prudential has begun its promo- 
tional drive for greater business in New 
England with full page and attractive 
advertising in the daily newspapers. The 
ad is captioned—‘Who Put the ‘New’ 
in New England?” It shows a thrifty 
and farsighted New England resident of 
early days, and pays a glowing tribute to 
New England people of today. The ad 
calls attention to the fact that Pruden- 
tial has confidence in New England’s 
future and although it has invested mil- 
lions in the area, it stands ready to in- 
vest more. 


Sture Rimmerfeldt, sales 
the cooperative insurance societies Fol- 
ket, Samarbete, Leire and Valfard of 
Stockholm, Sweden, was a visitor in 
Occidental Life of California’s Los An- 
geles home office recently, studying 
U. S. insurance methods. Mr. Rimmer- 
feldt is examining U. S. procedures in 
sales, marketing, recruiting and training. 
His four companies operate under the 


manager of 


name Folksam, the largest group of 
insurers in Sweden. 
John D. Carmichael, who wrote the 


first policy issued by the Columbia Gen- 
eral Life of Houston, Texas, on his son, 
Pat, when the company was organized 
in January of this year, is the first agent 
of the company to place one million 
dollar’s worth of business on the com- 
pany’s books, President Thomas E. 
Hand, Jr., announced. 


Annetta Cree, formerly on the execu- 
tive staff of Northeastern Life of New 
York, has left the life insurance field 
and been appointed director of field 
service and membership of Business and 
Profesional Women Clubs. 


Business Men’s Assurance Co., Kan- 
sas City, now has offices in more than 
60 principal cities of the United States, 
Hawaii and Guam. 

Uncle Francis. 


Appoint R. E. Iliff in Newark 


Robert FE. Iliff has been appointed 
district Group supervisor in charge of 
the New York Life’s new Group insur- 
ance office in Newark. 

Formerly home office representative 
in the company’s New York City-Down- 
town Group office, Mr. Iliff entered the 
Group field in Newark in 1948. A gradu- 
ate of Colgate University he joined New 
York Life in October, 1951. Joseph Car- 
berry, who joined New York Life in 
July, 1951, will be associated with him. 

The Newark office will handle Group 
sales in the northern New Jersey area. 
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Ultimate Cost Favors 
Insured Pension Plan 


ANALYSIS BY R. M. PETERSON 


Equitable Society Vice President Speak- 
er Before Commerce & Industry 
Forum 


Some of the uncertainties in attempt- 
ing to determine the ultimate cost of 
pension plans to industry and a com- 
parison of insured and_bank-trusteed 


plans were touched on by Ray M. Peter- 
son, vice president and associate actuary 
of Equitable Society, speaking at the 
Social Security Forum held by the Com- 





RAY M. PETERSON 


merce and Industry Association of New 
York, last week. 

“Available data indicates,” said Mr. 
Peterson, “that the investment earnings 
of life insurance companies after in- 
vestment expenses including Federal in- 
come taxes have been more favorable 
than the investment return before 
trustee’s fees of many trusteed pension 
funds which have been in operation over 
a significant period of time. 

“As to the future, there are two fac- 
tors commonly mentioned that may alter 
these relative returns. These are (a) the 
purchase of common stocks by a pen- 
sion trust and (b) the Federal income 
tax paid by life insurance companies. 
As to this highly discriminatory income 
tax on pension funds of insurance com- 
panies as contrasted with tax-exempt 
pension trusts, certain tax formulas are 
now under study by the insurance in- 
dustry and a subcommittee of the Ways 
and Means Committee. These proposed 
formulas provide tax relief to insurance 
company pension funds. I would strongly 
and confidently advise that an employer 
make no decision as to pension funding 
arrangements which is based upon the 
assumption that this tax discrimination 
will continue. 


Long Range Problems 


“The investment of pension funds in 
common stocks as a fairly wide practice 
is in its early experimental stages. Future 
labor and tax conditions may add a 
new element of risk to common stocks. 
The entire character of the stock market 
seems to be changing in view of in- 
creased institutional buying. Will either 
the trustee or employer’s committee have 
the psychological fortitude to stay with 
a program of common stock purchase 
during periods of depressed markets? 
| believe it is reasonable to conclude 
that: (1) the net long-term yield on 
pension funds held by a life insurance 
company will compare favorably with 
the yield obtained on bank-trustee ad- 
ministered funds; and (2) the possibility 
of principal impairment of pension funds 
is extremely remote in the case of in- 
surance company funds but very real 
with respect to trusteed funds. 

“One word of caution as to investment 


earnings—in comparing investment re- 
turn rates, make certain that the same 
formula is used in computing that re- 
turn. Insurance companies are required 
to use the following formula: Total in- 
vestment income divided by the excess 
of mean funds of the year over one-half 
the total investment income. Make sure 
that any funds lying idle are included 
in the denominator! 

“In today’s pension milieu, I want to 
say a word about pension cost quota- 
tions. When an employer asks for cost 
quotations from a group of banks, con- 
sultants and insurance companies, he 
should read the figures keeping in mind, 
the environments from which they arose. 
With what order of responsibility were 


the cost figures prepared? The only 
quotation that represents a solid dollar 
price for a given schedule of benefits is 
that obtained from an insurance com- 
pany for a deferred annuity contract, 
group or individual. The insurance com- 
pany will stand fully -responsible for 
such figures. 

All other cost figures including those 
under deposit administration contracts 
are merely the product of some one’s 
judgment as to what the proposed bene- 
fits will probably cost. (There is no 
one who will guarantee the cost figures.) 
If a set of figures from one source is 
less than that from another, this con- 
stitutes absolutely no evidence that the 
ultimate cost will be correspondingly 


different. (For deposit administration 
plans, we, in the Equitable, customarily 
quote two sets of figures, one which we 
recommend and one which we will find 
acceptable. In the latter case, the em- 
ployer deliberately chooses to maintain 
reserves at a lower level. What are the 
qualifications of the cost ‘quoter’ to 
make such studies? Are they from a 
new consultant trying to break into the 
business who deliberately produces a low 
figure?) Bear in mind that there are 
sO many imponderables in computing 
pension costs, particularly where you are 
dealing with final salary plans, flexible 
retirement ages and withdrawal rates, 
that two equally competent actuaries 
can produce widely different figures.” 
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THE ELECTRONIC AGE shall the insurance companies follow ? 

How can they effectively explore the 


What should be 


the approach of insur- 


ance companies to the use of electronic 
machines? Every once in a while a 
subject hits the insurance business with 


a terrific impact, and according to 


B40, 


1 - Liverpool 


Kyllo, assistant comptroller of 


Group in an address 


before the Insurance Accountants As- 


sociation in Boston “electronics” seems 
to be one of those things. Like other 
forces before it, such as Sebiiiis ac- 
counting there is considerable confu- 
sion in these early stages. 

Mr. .KyHo reflects a pretty general 
viewpoint when he says: 

We don’t know exactly where to 


make a start. We are surrounded by 
experts and prophets. We find a mar- 
ket suddenly flooded with electronic ap- 
paratus in various stages of manufacture, 


ill designed to perform miracles for 
us. When we try to classify our pres- 
ent knowledge or to clarify our thinking 


we find it difficult to focus our 
tion on the real problem of 


atten- 
applying 


these machines to our specific industry. 
For one thing, like tabulating, their use 
is not limited to the insurance field, 

to add to the confusion we find our- 
selves in company with many organiza- 
tions representing other industries—all 
trying to understand how the coming 


events and machines will apply to their 
particular problems. From a distance we 
observe what appears to be a conflict 
between the mathematician and the ac- 
countant or statistician in the use or 
anagement of these devices. 
aed differ 


other forces in that 


from some of the 


onics 


there is nothing 


mandatory or compulsory about the use 


of electronic data processing machines. 


Nexertheless, it is a subject which should 


not and will not be ignored. There are 
some who, standing on the threshold 

the electronic age, are bold enough to 
herald the event as the “second indus- 


trial revolution,” the revolution in the 


office as opposed to the first industrial 





revolution in the factory hey might 


be, and probably are, right, but there is 


a long and difficult path to follow be- 


fore we can see the dawn of the great 


day 
Among the is the 


problems: company 


large enough to use this 


What will be the 


could or 


equipment ? 
What machines 


What 


cost? 


Pah be used? system 


handle a conver- 
sion from present methods equipment ? 


subject. How can they 


These problems will all be eventually 


solved. As in the case of a number 


of companies, Royal - Liverpool is trying 
One of first things is 
to lay down all of the functions the ma- 
chine can perform for the 
Says Mr. Kyllo: 


to solve them. 


companies. 


We are approaching the exploration of 
an entire system for the use of our 
organization in which a machine mere- 
ly becomes a part or a tool. So at this 
early stage it is necessary to visualize 
the scope of electronics on the basis of 
an over-all system beginning at the very 
initial stages of record preparation and 
proceeding to the final development of 
the accounting and statistics. The treat- 
ment of policywriting or renewal writ- 
ing must be done with needs in mind; 
the structure of expense and loss re- 
cording eventually must be geared to 
general ledger accounting and statistical 
requirements. Hence, an integration of 
interests becomes evident. Subiect of 
cost is important. The whole field is too 
new and the machinery on the drawing 
boards and in the laboratories too revo- 
lutionary for the companies to be frozen 


in their tracks at this point simply 
because of costs. 
Also of great paramount importance 


is to sit down with the senior manage- 
ments and tell the story of the possi- 
bilities in order to gain the necessary 
and vital support of these top manage- 
ments. Funds must be provided for re- 
Companies writing $50000,000 o- 
more will probably need four to 10 men 
or women on their electronic 
staff. The man head 
a planning and research group obviously 
should 


search. 


research 
selected to such 
possess good 
and management ability, 
that 
more 


analytical vision 
says Mr. Kyllo. 
electronic 


He believes systems, in 


general, are learned than 
a comprehensive over-all tabulating sys- 
tem. Having 


easily 


in mind the principles of 
the 
de- 
the 


an over-all system arrangement, 


charting of present procedures in 
recommended in order that 
can be 


Mr. Kyllo 


tail is 


scope of operations properly 


studied. Continuing said: 


It is our plan to engage the full time 
services of seven or eight persons ex- 


(Continued on Page 19) 





WALTER E. EDGE 


Walter Evans Edge has been elected 
a member of the board of directors of 
the Camden Fire of Camden, N. J. Mr. 
Edge has recently retired to a large 
degree but in his earlier career estab- 


lished a nation: ul and international ad- 
vertising agency; Was proprietor of two 
newspapers in Atlantic City, and has 


been identified with banking and other 
lines of business. He has served various 
terms in the New Jersey State Assembly 
and as State Senator, and as Governor of 


New Jersey 1917-1919 when he resigned 
to take his seat in the United States 
Senate, which he held until 1929, when 


he was appointed Ambassador to France. 
Subsequent to this, he was elected Gov- 
ernor for a second term in 1944. Gov- 
ernor Edge was elected to fill the 
vacancy on the Camden Fire board 
created by the recent death of William 
T. Read. 


* * * 


William F. Stanz, prominent 
agent for many years, 
Paul W. Zuccaire Agency there. He en- 
tered insurance in 1922 with the Irvin 
Agency and later was fire manager for 
J. W. DeMott & Son. He established 
his own agency in 1928. Later he was 
with Kearns & McCourt and since 1950 
vice president of Clason & Lee. Mr. 
Stanz served several years as president 
of the Brooklyn Insurance Agents’ As- 
sociation, is active in the New York 
State Association, and during World 
War II was an officer in the Army. 


3 re oklyn 
has gone with the 


7 ar 


Eugene C. Richards, manager of the 
New York office of the American Insur- 
ance Group, and Mrs. Richards, have re- 
turned from a trip to Europe. Most of 


their time abroad was spent in Italy. 
ee 
H. Bruce Palmer, president, Mutual 


Benefit Life, was the speaker at the 
November meeting of Chamber of Com- 
merce of State of New York yesterday. 
His topic: “Information—A Springboard 
to Understanding.” He was introduced 
by the president of the Chamber—James 
A McLain, president of Guardian Life. 
Mr. Palmer has been unusually active in 


Chamber of Commerce field. He 


was 
president .of Michigan State Junior 
Chamber, U. S. Junior Chamber and 


New Jersey State Chamber 


a ee 


Deane C. Davis, president of National 
Life of Vermont, was recently inducted 
as a trustee of Boston University with 
other new trustees at a dinner meeting 
held in Boston. 








JUDITH WYATT 


Judith Wyatt, daughter of Clarence 
W. Wyatt, vice president in charge of 
Group, John Hancock, and Mrs. Wyatt, 
is engaged to Richard Patton 
Melick of Newton Centre, Mass., 
Wells, Me. The announcement was made 
at a buffet supper held at the Algonquin 
Club, last Miss Wyatt 
was graduated from Beaver Country Day 
School and from Garland Junior 


marry 
and 


Joston, Sunday. 
College. 
She is a member of the Junior League. 
Mr. Melick attended Haverford College 


and the University of New Hampshire. 
He is in his senior year at Boston Uni- 
versity School of Law. 

ee 


C. S. Kremer, left, chairman, board of 


directors of Hartford Fire, presents 
President J. C. Hullett with gifts in 
honor of latter’s 25th anniversary. 


In honor of his 25th anniversary with 
the company James C. Hullett, president 
of the Hartford became the re- 
cipient of the company’s 25-year service 
pin, a watch and a book containing the 
signatures of every employe of the com- 
pany. Against a background of flowers, 
the presentation was made in the spa- 
cious rotunda of the home office by 
chairman of the board of directors, C. S. 
Kremer, before an audience of several 
hundred employes. The hand tooled, full 
leather bound volume, carried the greet- 
ings of some 3,000 company associates. 


Fire, 
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Lord Blackford, D.S.O. 


One of the world insurance managers 
who has had an unusually distinguished 
military career is Lord Blackford, chair- 
man of Guardian Assurance Co., Ltd., 
which company was established in 1821. 
He was a conservative member of Parlia- 
ment 1922-40. 

Educated at Eton and Sandhurst. he 
served in India until 1914 with the 14th 
Hussars, following which he saw service 
in France in 1914-15, and was wounded 
there. He saw action in Salonika in 








LaFayette, Ltd. 
LORD BLACKFORD 


1915-17. He commanded the _ Dorset 
Yeomanry in Palestine 1917-18 where he 
was again wounded and received a bar 
to his D.S.O. During the 1939-1945 War 
he was a sector commander of the Lon- 
don Home Guard. His son is the Hon. 
Keith Alexander Henry Mason, D.F.C. 
Another son was killed on active service. 
Lord Blackford, who was_ tormerly 
Col. The Hon. C. K. Mason, took his 
present title on the death of his father 
in 1935. 

The Guardian’s chairman is a director 
of 17 insurance business or financial in- 
stitutions, one of which is the City of 
London Brewery and Investment Trust 
of which he is deputy chairman, two 
others including, Midland Bank, Ltd., 
and Midland Bank Executor and Trustee 
Co. Ltd. He is also chairman of 
Guardian Eastern Insurance Co., Ltd. 
He first became a director of the 
Guardian in 1919, being elected chairman 
in 1950. Since the latter date he has 
visited many parts of the world. In 1951 
Lord Blackford went to all of the com- 
pany’s branches in South Africa, and in 
1951 he completed a tour across Canada 
visiting the company’s branches and 
agencies in that country. 

The Guardian was founded mostly by 











—— bankers of London and its first 

ces were in Lombard Street in the 
bones of the financial and insurance sec- 
tion of London (The City). 

While the Guardian does not operate 
in the United States, one of its afhliated 
companies, the Reliance Marine Insur- 
ance Co, does. The Reliance Marine 
writes business through Appleton & Cox 
of New York. 

The Guardian itself did business in 
the American market for the period 1869 
to 1894. During that time it had offices 
in New York, Chic: igo and San Fran- 
cisco and had agents in practically all 
the states, about 1,000 agents in all. It 
had a premium income of approximately 
$1,000,000 a year. It was decided, how- 

ever, to retire from the Americ an field. 
The bulk of the Guardian’s business in 
this country was taken over by the Hart- 
ford, the Fire Association, the Union 
and the Sun. 





* * * 


The March of Dimes 


The March of Dimes campaign for 
which Harold V. Smith, president of 
Home Insurance Co., has been ap- 
pointed chairman for ‘New York State, 
is facing a challenge six times greater 
today than it did in 1939 when it was 
founded. This is because of the tremen- 
dous increase in polio cases. March of 
Dimes is the fund raising campaign of 
the National Foundation for Infantile 
Paralysis, its sole source of income. Fur- 
thermore, no humanitarian campaign of 
fund raising has more human interest 
aspects of gift giving because so many 
children evince a great interest in the 
fund, thousands of them contributing 
pennies and many of them dimes. Over 
the years many barrels of dimes have 
been received. Objective of campaign is 
$64,000,000. 

Polio cases in the four-year period 
from 1938 to 1941 inclusive averaged 
6,954 per year. In the four-year period 
from 1950-53 inclusive they averaged 
38,789 per year. By far the majority of 
these patients were aided in part or in 
full by the March of Dimes. 

Superimposed upon this tremendous 
drain on March of Dimes funds for re- 
building lives is the monumental battle 
to wipe out poliomyelitis as a crippling 
disease. 

The vaccine field trials of 1954 and 
the evaluation study of those trials now 
under way are only the beginning of 
what it is hoped will be the final break- 
through against polio. 

However, the possible start of signifi- 
cant trend in polio’s counter-attack is 
also placing additional burdens on the 
March of Dimes. For the first five 
months of the 1954-55 polio season 53% 
of reported cases were paralytic as com- 
pared to 48% of cases reported for the 
1953-54 season. 

Paralytic cases of course require m>re 
extensive treatment and longer stavs in 
hospitals thus costing more in March of 
Dimes funds. 

Another complicating factor in the 
fight on polio is emerging today. Fifteen 





March of Dimes Fund Campaign helps such polio victims as Joe Sidney Rowe, 6, 
receiving early therapy in Jefferson Davis Hospital, Houston, Tex. 


years ago about one polio case in 10 was 
fatal. Today only about one in 20 is 
fatal. One reason for this is that more 
can be done now to save patients’ lives. 
3ut a result of this is that expensive 
long-term cases—often continuing for 
years—have become an increasing part 
of National Foundation planning. 

Research into new techniques of polio 
treatment and professional education so 
that these new techniques can be passed 
on to the medical field is being expanded 
at a greater cost. 

The development of techniques of this 
type, financed by March of Dimes funds, 
played a major part in halving the ratio 
of polio deaths to the total number of 
cases. 


Some Chicago Insurance Women 


IDEA is the Insurance Distaff Execu- 
tives Association, a group of Chicago 
insurance women who are either off- 
cials in their compames’ agencies or in- 
dustry associations, or secretaries to key 
men, and having executive powers. It 
is an affiliate of the National Associa- 
tion of Insurance Sima 2 

President of IDEA is Anne Cate, who 
is in charge of the feist depart- 
ment of Stewart, Keator, Kessberger & 
Lederer. She attended grammar school 
in the Panama Canal Zone, went to high 
school in Indiana and graduated from 
St. Mary’s Academy at Notre Dame. 
She joined her agency in 1933. 

Lucille Blakeley, cashier and super- 
visor of accounting at Factory Insurance 
Association, has been with FIA 28 years. 
She began her career as an accounting 
machine operator as a young widow with 
a couple of small children; now she has 
five grandchildren. 

Mabel L. Laycock, in addition to be- 
ing secretary to the manager of Western 
Underwriters Association, has the di- 
rection of the office and personnel. She 
has been 37 years with WUA and in 
that time has served as secretary to 
four managers. 

Josephine Kimbell, secretary to chief 
adjuster in claims department of Com- 
mercial Union Assurance, has an un- 
usual hobby. She raises worms and has 
developed a small mail-order business 
with anglers and with farmers who use 
them for fertilizers. 

Two IDEA members are CPCU’s. 
They are Ronelva Sipe, secretary of Ed- 
ward H. Walters Co., and Frances Mar- 
tenson, superintendent of production, 
Moore, Case, Lyman & Hubbard. 

A charter member of the group is 
Mrs. Hugo Dalmar, president of H. 
Dalmar & Co., whose career has pre- 


viously been told on this page. 

The organization was formed in 1939. 
Because the women considered them- 
selves persons with ideas they wanted 
an organization name with initials that 
would spell IDEA, and so hit upon In- 
surance Distaff Executives Association. 
The Chicago Daily News ran an ex- 
tended story about the association a few 
months ago, written by Edan Wright. 

* * 


National Legal Aid Association 

The National Legal Aid Association, 
the president of which is Harrison 
Tweed of the legal firm of Milbank, 
Hope, Tweed & Hadley, one of most 
prominent legal firms in New York, will 
hold its annual meeting in New Or- 
leans, November 13, at Hotel Roosevelt. 
This association offers free legal advice 
largely to persons who cannot afford a 
lawyer. It handled 370,000 cases last 
year of which two-thirds were civil 
cases, the others being in criminal 
courts. Treasurer of the association is 
John J. McCloy, chairman of Chase Na- 
tional Bank. 

On the New Orleans program the fol- 
lowing subjects will be discussed: psy- 
chiatry and the law, handling family 
cases, day by day operating problems 
in legal aid, establishing lawyer referral 
services, economic problems of clients, 
legal aid in criminal cases, publicity and 
public relations, organizing and financ- 
ing legal aid services, operating proce- 
dures for law school aid clinics. 


The Electronic Age 
(Continued from Page 18) 


clusively for planning—for guiding our 
research along the functional lines. One 
or more of this group will be appointed 
to each of the broad areas of researc! 

and exploration. The interests of each 
will converge at various points—for ex- 
ample, where we must decide on the use 
of either an “explode” master tape or 
subsidiary tapes, and, of course, with 
respect to the information recorded on 
the master tape. After coordination 
level most of the decisions will be made, 
reserving, of course, for our top com- 
mittee of executives such decisions as 
may effect basic concepts and customs 
in our business. Naturally, as we pursue 
our investigations a table of estimated 
costs will be developed so that our final 
decisions with respect to the quantity 
and types of machines to be installed 
will be based on the best facts avail- 
able. Naturally, all of the routines will 
be tested and proven prior to making 
any final decisions either as to methods 
or machines. 
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N. Y. Agents File 
Motion in Rate Case 


WANT TO PRESENT OWN BRIEF 


Pres. Schwab Holds New York Ruling in 
North America Case Could Lead to 
Chaos in Operation of Business 


Holding that the filing of the 


North 


rate 
Companies reflects ad- 
versely upon the fire insurance 
of New York that the 
“tend to imply in their affidavit and 
that 
commissions” 


America 
agents 
State in compa- 
nies 
receiving ex- 


publicity agents are 


cessive and “possibly are 
not rendering commensurate service for 
the commissions paid to them,” the New 
York State Insurance 
Agents filed a motion October 29 in the 
Appellate Division of the Supreme Court 
asking for recognition to file a_ brief 
amicus curiae in the proceedings. 

In the affidavit accompanying the 
raga President Arthur L. Schwz ab of 
the gents’ association states, “The 
sate of New York State are not alone 
the legal representatives of insurance 
companies selling fire insurance protec- 
tion to the public of this state, but also 
represent: aie of the insuring public, 
whose concern and interest in the matter 
under review is real and needs to be 
presented to this court in order that the 
public interests may be protected. 


Association of 


Sees Potential Chaos 


1 


‘A number of the members of this 
gents of the respondent 
North America Companies; many of 
these members are also agents for some 
of the petitioning companies. The ruling 
of the Insurance Department, if sus- 
tained, we uld create chaos in the 
ation of the fire insurance business. 

‘An agent representing both the North 
America Companies and the petitioning 
companies would be required to sell the 
same product to the assureds at different 
This condition would dis- 
business and confuse 
public. It is not in 
general insuring 


association are a 


oper- 


initial prices. 
rupt the insurance 
and confound the 
the best interests of the 
public 

“The members of this association be- 
lieve that both they and the members 
of the fire insurance buying public have 
been aggrieved both by the said deter- 
mination (ruling of Insurance Depart- 
ment) and what has flowed under it and 
what will necessarily result from it. 
The members believe that the review of 
the said determination is of vital con- 
cern to them and that their rights and 

rights of the public have been and 

ill be adversely affected by it 

“The members believe that it is in- 
cumbent upon them to ask leave of this 
court to submit a brief as amicus curiae 
and to present an oral argument on 
the same. The members believe that it 
would be of help to this court if 
members of this whose ac- 
tions have been maligned and besmirched 
by the pronouncements of the North 
America Companies, were given the op- 
portunity of stating their position in 
this litigation so that the ends of justice 
might prevail.” 

Mr. Schwab 


association, 


further noted in the 
affidavit that the association appeared 
in the hearing conducted by the Insur- 
ance a sing in this matter and that 
arson read a statement on be- 
association in opposition to 
North America Com- 


Russell ¢ 
half of the 
the actions of the 
panies. 

Gilbert J. Pedersen of the law firm of 
Smith, Kendall & Pedersen, Buffalo, has 
been retained as counsel for the New 
York State agents in this action. 


Receiving Gold Medal 
Of General Brokers’ Assn. 


J. Victor Herd, executive vice presi- 
dent, America Fore Insurance Group and 
president of the National Board of Fire 
Underwriters, being presented with the 
1954 gold medal of the General Insur- 
ance Brokers’ Association of New York 
for rendering the most meritorious serv- 
ice to the insurance industry. Presenta- 
tion was made by Russell Wittpenn 
(right), first vice president of the asso- 
ciation, at the annual dinner October 26 
at the Sheraton-Astor Hotel, New York. 


Brooklyn ‘Beokers 00 to Honor 
Editor Chas. S. Rosensweig 


The Brooklyn Insurance Brokers’ As- 
sociation will present its annual award 
for outstanding ver to the insurance 
industry to Charles S Rosensweig, edi- 
tor of the Insurance Advoc: ate, it is an- 
nounced by Ann B. Hargert, president 
of the association. 

Presentation of the award, signified 
by an engraved bronze plaque, will be 
made by Ray Murphy, general counsel 
of the Association of Casualty and Sur- 
ety Companies, on behalf of the associa- 


AFTIA Names Nichols 
As General Manager 


SUCCEEDS LATE L. C. IRVIINE 


Associated With AFIA 33 Years, Nichols 
Has Been Manager in South Africa 
for Last Five Years 
Nichols has been appointed 
general manager of the American For- 
eign Insurance Association, succeeding 
the late L. C. Irvine, according to Presi- 
dent W. A. Hebert of the AFIA. Mr. 
ge is president of the Springfield 
Fire & Marine. 
Mr. Nichols, 
with AFIA for 33 years, 
cently manager for South Africa, which 
post he held for the past five years. 
AFIA is made up of 24 major marine 
fire and casualty companies with com- 

bined assets of $3,500,000,000. 

Previous to that, the new AFIA gen- 
eral manager was manager for Egypt, 
manager for China and manager for 
India. Mr. Nichols, a native New Yorker, 
saw service in World War I and was 
interned in China for three years dur- 
ing World War II. He was repatriated 
to this country in December, 1943. 


James O. 


who has been associated 
was most re- 


American Universal Shows 


Profit for Nine Months 


At a meeting of directors of American 
Universal Insurance Company, Provi- 
dence, R. I., Maurice H. Saval, president, 
reported that the American Universal 
and its subsidiary, Newfoundland Ameri- 
can, showed a net profit after taxes of 
$99,745 for the nine months ended Sep- 
tember 30, after absorbing all known 
and estimated losses resulting from Hur- 
ricanes Carol, Edna and Hazel. 

Mr. Saval pointed out that the com- 
pany had net claims after reinsurance 
of only $54,509 as the result of Hurri- 
cane Carol. As of October 21, 1452 
claims have been received arising from 
Hurricane Carol for an aggregate of 
$550,697, which after reinsurance re- 
coverable of $496,188, results in net 
claims to both Newfoundland American 
and American Universal of $54,509. It is 
estimated that net claims under Edna 
and Hazel will be less than $10,000. 


tion, on Thursday evening, November 18, 
as a feature of the association’s 42nd 
annual dinner dance. The function will 
be held at the Hotel St. George. Toast- 
master at the dinner will be J. Sidney 
Levine, Brooklyn assemblyman from the 
2nd District, who has been in the State 
Legislature since 1945. 


"AN PROTECTION 


Inter-Regional Shows 
Excellent Progress 


FIRST ANNUAL MEETING HELD 


Chairman Peterson Points to New Dwell- 
ing Forms and Other Achievements 
of New Coordinating Agency 


Inter-Regional Insurance Conference 
held its first annual meeting of mem- 
bers October 27 at the Plaza Hotel in 
New York City. Leonard Peterson, ex- 
ecutive vice president of the Home In- 
surance Company and chairman of the 
Conference, presented a report of prog- 
ress and accomplishments in the nine 
months since its organization, which in- 
cluded the following remarks: 

“Based upon a profound conviction that 
a well conceived coordinating agency is 
necessary to the continued well-being 
of the fire and allied lines industry, 
Inter-Regional Insurance Conference 
was organized during January and Feb- 
ruary of this year,” he said. 

“In January a meeting was arranged 
with representatives of the several re- 
gional organizations and at that meeting 
the then proposed structure and objec- 
tives of the new Conference were ex- 
plained in detail and the whole-hearted 
Suyport of the regional bodies was re- 
ceived. 

Extensive Operations 


“While the first meeting of the exec- 
utive committee was concerned with or- 
ganizational details, the committee found 
in subsequent meetings that it had been 
plunged almost immediately into a busy 
round of events involving consideration 
of varied matters having a material 
bearing upon the future of the industry. 

“It is perhaps sufficient to cite by 
way of illustration, the development of 
the named-perils dwelling building(s) 
and contents broad form; the so-called 
“All Physical Loss” dwelling building(s) 
form; the problem presented by mercan- 
tile block policies; the matter of term 
on multiple location reporting forms; 
and assumption of the advisory func- 
tions of the former Allied Lines Asso- 
ciation, 

“Throughout these months, when im- 
portant matters pressed for prompt at- 
tention, it was also necessary to call 
upon the advisory committee of the 
regional managers for intensive and de- 
tailed work on a number of occasions. 
As chairman of the Conference I cannot 
applaud too highly the constructive co- 
operation which has been received from 
all of the regional managers,” Mr. 
Peterson stated. 


LIFE REPRINTS AVAILABLE 

Reprints of the recent article appear- 
ing in The Eastern Underwriter on 
“Business Life Insurance” written by 
Henry K. Hotarek, manager of the life 
department of the John C. Weghorn 
Agency, Inc. are available and free 
copies may be secured by writing rs the 
Weghorn Agency at 102 Maiden Lane, 
New York 5 


Globe & Rutgers 


(Continued from Page 1) 
surviving company. Further, the merger 
will release additional funds, technically 
not available at the present time, for the 
development of the merging companies,” 
he stated. 

The Globe & Rutgers was organized 
in 1899 by consolidation of the Globe 
Fire and Rutgers Fire, both old compa- 
nies. Prior to 1930 the Globe & Rutgers 
built up tremendous business and assets, 
the latter increasing from $529,000 in 
1899 to over $98,000,000 at the end of 
1928. Net surplus was over $37,000,000. 
It was then the third largest fire com- 
pany. During the depression the com- 
pany went through rehabilitation and 
had been operating since on a limited 
basis until acquired by C. V. Starr & Co. 











ence 
nem- 
el in 
, ex- 
» In- 
the 
rog- 
nine 
1 in- 


that 
ty is 
yeing 
stry, 
ence 
Feb- 


bjec- 


co- 
‘rom 


Mr. 


ized 
lobe 
\pa- 
rers 
ets, 

in 

of 
000. 


om - 


ym- 
and 
ted 
Co. 

















November 5, 1954 







THE EASTERN 



















Ex-New Jersey Fieldmen’s Assn. 
Holds Its Second Annual Banquet 


By Epwin N. Eacer 


[he Ex-New Jersey Fieldmen’s Asso- 
ciation may be young, but it’s a fast 
growing, healthy youngster and already 
is proving a worthy partner and amiable 
rival to the New York Ex-Fieldmen’s 


ww 





together and learn a lot about other old 
friends they may not have seen for 
years. 

Two years ago this writer said in a 
story on the New York Ex-Fieldmen’s 





Ben Fasman 


Officers of the Ex-New Jersey Fieldmen’s Association who served during last year. 

Left to right are S. Gage Lewis, secretary; F. Wickham Mallalieu, Jr., treasurer; 

Harry W. Kohler, president, and Joseph Sorge, vice president. Mr. Sorge is the 
new president of the association. 


Society. The latter earlier this year held 
its 33rd annual dinner, whereas the New 
Jersey Association staged its second an- 
nual dinner and meeting last week. The 
banquet was held at the Hotel Gramercy 
Park in New York City, where the New 
York Society also has met for years. 

The New Jersey group of ex-fieldmen 
has certainly caught that fine spirit of 
good fellowship, which is the raison 
d'etre for such groups as these two. At 
last week’s meeting of the Ex-New Jer- 
sey Fieldmen business cares of the day 
were forgotten, good friends of past 
days in the field, and those who still meet 
often, had an opportunity to greet one 


another, swap old tales, dine and joke 


Society—“The insurance business needs 
more organizations like this. . . . Out- 
growths of these meetings are beneficial 
and reveal themselves in many ways in 
daily business operations.” It was not 
long thereafter that a group of ex-New 
Jersey fieldmen got together and 
launched formation of this second suc- 
cessful group devoted to cementing and 
perpetuating friendships and also to 
educational and welfare activities. The 
annual dinner may be, and should be, 
largely social in its nature, but during 
the balance of the year these groups 
demonstrate good fellowship in other 
practical ways. 

Harry W. Kohler, assistant secretary, 


America Fore Group, presided at the 
dinner on October 25 as president of the 
Ex-New Jersey Fieldmen’s Association. 
By him at the head table, as honor 
guest, was Michael F. Wallace, secre- 
tary, Commercial Union Assurance, who 
is chairman of the New York Ex-Field- 
men’s Society. 
Sorge New President 

During the evening hard-working Jo- 
seph Sorge, assistant secretary, Cale- 
donian, vice president of the New Jer- 
sey Association for the last year, was 
elected president to succeed Mr. Kohler 
S. Gage Lewis, assistant general mana- 
ger, Fire Insurance Rating Organization 
of New Jersey, was advanced to vice 
president from secretary. F. W. Malla 
lieu, Jr., secretary, Great American, was 
advanced from treasurer of the associa- 
tion to secretary, and Carl Fry, Boston 
Insurance Co., was chosen as the new 
treasurer. Several of the 25 members 
present also belong to the New York 
Society, having served in both fields 
earlier in their careers. 

With a present membership of 64 for 
mer fieldmen, the Ex-New Jersey Field- 
men’s Association achieved in less than 
two years of activity excellent progress 
Several more former state or special 
agents have indicated their intention of 
joining. Of course, the ages will not run 
generally as wide in range as with mem- 
bers of the New York Society, because 
New Jersey is such a young organiza- 
tion. But as time passes the value of 
this new fraternity will increase, par- 
ticularly for those who are among the 
charter members, or new in the early 
years. 

Harry Kohler made an excellent pre 
siding officer at last week's dinner, guid- 
ing the meeting skillfully through all the 
barriers of good-natured banter erected 
by his laughing fellow ex-fieldmen trom 
across the Hudson River. After he had 
turned the gavel over to newly elected 
President Sorge, Mr. Kohler was elected 
to the executive committee for three 
years, succeeding Samuel A. Mehorter, 
president of McDaniel & Co. Others on 
this committee are William T. Murphy, 
general manager, General Adjustment 
Bureau, and Samuel H. Reiter, secre- 
tarv, American of Newark 

Mr. Mallalieu and Joseph H. Wilson, 
secretary, Home Insurance Co., were in 
charge of arrangements for this din- 
ner and received the well deserved plau 
dits of all present. 

The association voted to continue 
presentation of a $25 contribution as a 
prize to be awarded by the School of 

(Continued on Page 23) 





Ben Fasman 


Happy-looking members and guests of the Ex-New Jersey Fieldmen’s Association as they are about to enjoy a delicious 
banquet at the Hotel Gramercy Park in New York. These dinners are aimed at bringing together young and old ex-fieldmen 
from New Jersey who still value highly the close friendships made during their years as state or special agents and con- 


tinued after they have left off traveling to assume other positions in insurance field. 








the first man who moves, 
, cried Nancy Hart of 


GEORGIA 
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Georgia’s Nancy Hart won endur- 
ing fame as a one-woman army 
during the Revolutionary War. 
Among her exploits was holding 
Tory raiders at gunpoint until her 
full-throated shouts brought male 
help on the double. 

Nancy lived to see her country free 
and her State attuned to its first 
slogan: “Wisdom, Justice, Moder- 
ation,” as perpetuated on the Great 
Seal of Georgia. 


A “Great Seal” of the insurance business 
is PACIFIC NATIONAL’S, below, 
token of strength, stability and service 
for both Agent and Assured. 
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Fireman’s Fund Group 
Promotions Announced 


KINGSLEY TO SAN FRANCISCO 


Fortman, Transferred From _ Boston, 
Becomes Fire Manager at Los Angeles; 
Heindel Succeeds Him at Boston 


Philip F. Kingsley, manager of fire 
operations in the southern California de- 
partment of Fireman’s Fund Insurance 
Group, will soon be transferred to the 
organization’s Pacific department in San 
Francisco where he will be associated 
with Assistant Vice President L. S. 
Gregory in supervision of production and 
underwriting of fire and allied line busi- 
ness. Mr. Kingsley’s transfer, according 
to officials of Fireman’s Fund, will take 
place in February, 1955, in anticipation 
of Mr. Gregory’s retirement later in 
that year. 

Coincident with the announcement of 
Mr. Kingsley’s transfer, it was further 
revealed that Clemens A. Fortman, su- 
perintendent of agencies in the group’s 
Eastern department in Boston, will suc- 


ceed Mr. Kingsley as fire manager in 
Los Angeles. Mr. Fortman left Boston 
November 1 and _ will spend several 


weeks at the group’s San Francisco 
home office, preliminary to taking up 
his assignment in Los Angeles. R. E 


Hoefert will continue as assistant mana- 


ger of fire operations in the Southern 
California department of Fireman’s 
Fund. Leonard T. Backus is group 
manager of the department. 
Heindel Is Advanced 
It was further announced that Ken- 
neth J. Heindel, who is presently a su- 


perintendent of agencies in Boston, will 
assume additional responsibilities by tak- 
ing over Mr. Fortman’s former duties 
on November 1. 

Mr. Fortman started his insurance 
career with the Middle Department Rat- 
ing Association at Philadelphia. His 
next assignment was with Insurance Co. 
of North America which he served for 
approximately 15 years. In 1939 he was 
appointed _ special agent for Fireman’s 
Fund in eastern Pennsylvania. He was 
later assigned to the New Jersey terri- 
tory. In 1950 he was transferred to the 
group’s Eastern headquarters at Boston 
as superintendent of production. In 
1952 he was appointed superintendent of 
agencies. 

Mr. Heindel joined Fireman’s Fund in 
1944 as special agent in Connecticut, 
after 16 years in underwriting and pro- 
duction work with other companies. In 
April, 1949, he was transferred to the 
group’s Boston headquarters where he 
has been in charge of production and 
underwriting of an important segment of 
the organization’s fire and allied line 
writings. 

Huling Inland Marine 
Special for Gt. American 
ae Great American has named Ray 

. Huling as inland marine special agent 
in New Jersey and Connecticut to suc- 
ceed Davison DeCamp who was ap- 
pointed earlier this year as special agent 
in Westchester County, N. Y. President 
John C. Evans says that Mr. Huling 
has had experience in all phases of 
marine insurance. His headquarters will 
be at the home offices inland marine de- 
partment at 89 Maiden Lane, New York 
City. 


FEDERATION IN NEW OFFICES 


The Insurance Federation of New 
York, Inc., of which Russell Edgett is 
secretary, has moved its New York of- 


fice to new and improved quarters on 
the 23rd floor of 55 Liberty Street. 
J. VICTOR SCHAD| DIES 
J. Victor Schad, 80, veteran insurance 
man of Binghamton, N. Y., died Octo- 
ber 24. He had operated an insurance 
agency in Binghamton for 54 years. He 
was president of the Binghamton Mu- 
nicipal Civil Service Commission from 
1938 to 1950. He played a leading role 





in the founding of the New York State 
Association. 


Elks 





New York Dept. Approves Rating 


Plan for Highly Protected Risks 


Filing of a new rating plan for highly 
protected risks has been approved by 
the New York Insurance Department, 
effective October 25. 

This rating plan is designed for those 
risks which warrant specialized engi- 
neering, rating and underwriting treat- 
ment. The insurance needs and charac- 
teristics of this class of risks are not, 
and are not intended to be, fully re- 
flected in the general rating plans or 
rules of the New York Fire Insurance 
Rating Organization states General Man- 
ager H. Sumner Stanley 

To qualify for rating under this plan, 
risks must have the following qualifica- 
tions: 

Management which demonstrates its 
willingness and determination to reduce 
the probability of loss to a minimum. 

Service to Minimize Loss 

Need for periodic and thorough spe- 
cialized inspection and engineering serv- 
ice designed to prevent or minimize loss 
and one which demonstrates its effec- 
tiveness toward that end. 

Relatively large or extensive area or 
areas with insurable values sufficient to 
produce a minimum retained annual pre- 
mium of $200 (or customary multiple 
for term policies), to warrant the fur- 
nishing of such inspection and engineer- 
ing service by the insurer. 

Such structural design and degree of 
protection in accordance with uniform 
standards of protection which, together 
with efficient specialized inspection and 
engineering service, will have the effect 
of reducing the relative importance of 
such factors as exposure, location or 
environment and quality of public fire 
protection. 

Fire-resistive or incombustible, 
or other approved construction, 
state of preservation and repair. 


“Mill,” 
in good 


Equipped with fire protection equip- 
ment in all areas where such protection 
is deemed necessary. 

Provided with satisfactory watchman 
or alarm service or its equivalent where 
necessary. 

Protected where necessary by 
public and/or private exterior fire pro- 
tection system embracing an adequate 
number of hydrants, hose and necessary 
miscellaneous equipment and with ade- 
quate water supply. 

Before establishing a rate pursuant to 
this plan, the rating organization must 
be satisfied that the risk has the char- 
acteristics and meets the requirements 
provided. The rating organization also 
shall be satisfied that the insurer of 
the risk has the facilities specified, which 
are required for the rendering of the 
type of inspection, engineering and un- 
derwriting service which the needs of 
the risk demand and which will serve 
the purposes herein stated. 


adequate 


Hurricane Loss Proofs 
Extended to 120 Days 


The executive committee of the Na- 
tional Board of Fire Underwriters has 
voted to recommend to company mem- 


bers of the National Board that, in con- 
nection with losses arising out of the 
hurricanes of August 30-31 (Carol), 
September 11 (Edna) and October 15 
(Hazel), the 60-day requirement for 
filing proofs of loss be extended for 
an additional 60 days. This action was 
taken in view of the great number of 
claims growing out of these storms. 


Both the number of claims and the dol- 
lar values involved are higher than first 
estimated and it is expected that the 
combined payments for these three hur- 


ricanes will be over $1,000,000. 
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Springfield Fire and Marine Insurance Company . 
New England Insurance Company . 
Michigan Fire and Marine Insurance Company . . . 


Springfield, Mass. 
Springfield, Mass. 
Detroit, Mich. 
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Wm. H. McGee 
& Co., Inc. 


MARINE UNDERWRITERS 


Baltimore Los Angeles 
Boston Montreal 
Chicago New Orleans 
Columbus, O. Philadelphia 
Dallas San Francisco 
Houston Seattle 





OCEAN MARINE 
INLAND MARINE 
HOMEOWNERS’ COMPREHENSIVE 
MANUFACTURERS OUTPUT 
and similar covers 





MLSO Improvements 
In Rating Formula 


SEVERAL INCREASED CREDITS 
Other Changes Involve Debris Removal, 
Motor Vehicles Exclusion, Extended 
Coverage, and Other Clauses 


The Multiple Location Service Office 
announces that major improvements in 
the rating formula in the multiple loca- 
tion rating plan have been recommended 
to rating organizations throughout the 
country with the suggestion that these 
amendments be made effective uniformly 
December 1. The changes, warranted by 
experience under the present rating plan, 
will result in many instances in increased 
credits. There are other routine improve- 
ments in the plan. 

The principal changes in the rating 
formula start credits at $1,000 premium 
(formerly $2,500) and increase credits 
based on number of locations and dis- 
persion of risk to a maximum of 20% 
On the other hand, credits are decreased 
more rapidly where the account ex- 
perience is poor. The recently recom- 
mended revisions in the term discount 
rule for Forms No. No. 2 and Form 
A have been taken into consideration in 
these changes. 


Other Changes Listed 


Other changes include: 

Debris removal: clarification of ex- 
isting form without ch: inge of coverage. 

Exclusion clause, motor vehicles: 
form revision to permit coverage of 
motor vehicles that are not licensed for 
use on public thoroughfares. 

Extended coverage endorsement No. 
25: form revision to coincide with re- 
cent changes made in the standard pro- 
visions applicable to windstorm and hail 
in the standard extended coverage en- 
dorsement used with specific forms. 

_ Lenders’ loss payable clause: adoption 
for optional use with multiple location 
forms that lender’s loss payable clause 
approved in many jurisdictions for cov- 


ering mercantile stocks under specific 
policies. 

Market value clause for distilled 
spirits: rule and form revision to per- 


mit inclusion of optional coverage of an 
element of bottling profits on bulk 
domestic distilled spirits which cannot 
be replaced. 

Materials and supplies: rule change to 
clarify the intent that such qualify as 
an eligible class of property. 

Miscellaneous locations: rule change to 
include all values of less than $15,000 at 
the basic average rate (except earth- 
quake), not to exceed 10% of the total 
of the average values at all locations. 

Payment of premiums: rule change to 
clarify the intent that the budget plan 
cannot be used with Form No. 1 and 
further to preclude the use of any such 
deferred premium payment plan with 
Form No. 2. 

Amendments recommended for multi- 
ple location business which apply to 
Form A are also being recommended 
as changes in its rules and form, 
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ALBANY FIELD CLUB MEETS 
Committee Named to Conference of 
Field Clubs; Constitutional Revision 

Group Appointed; New Members 

The first business meeting of the Al- 
bany, N. Y., Field Club for 1954-55 
brought out 46 members. President John 
Wetzel, Home Insurance Co., announced 
the various committee chairmen and 
members for this year. Vice President 
Matty Knapp, Royal-Liverpool Group, 
said that the Conference of Snecial Risk 
Underwriters would have speakers avail- 
able for fieldmen’s meeting and for local 
agents’ meetings. These speakers, who 
are experts on such coverages as use 
and occupancy, earthquake, explosion 
and sprinkler leakage, will be supplied 


EX-N. J. Fieldmen 


(Continued from Page 21) 





the Insurance Society of New York to 
the top student in the course on fire risk 
physical aspects. A similar prize was 
awarded at graduation exercises of the 
Insurance Society in June this year. 
Frederick W. Doremus, manager, East- 
ern Underwriters Association, heads this 
committee. 

Best wishes were expressed for the 





Ben Fasman 


Michael F. Wallace (left), chairman of 

the New York Ex-Fieldmen’s Society, 

attends as guest of Harry W. Kohler 

(right), president of Ex-New Jersey 
Fieldmen. 


recovery of Robert F. Moore, former 
New York City local agent and long in 
the New Jersey field, who has been 
seriously ill for many months at the 
Veterans Hospital in Orange, N. J. He 
is making slow progress toward im- 
proved health. 

Several new members were elected 
into the association at the dinner. These 
include Edward Barrett, Loyalty Group; 
E. S. Brokaw, America Fore Group; E. 
C. Burke, Automobile Insurance Co.; 
John N. Cosgrove, American Insurance 
Co.; Frank W. Cornish, American In- 
surance Co.; Robert Griswall, Automo- 
bile Insurance Co.; Howard Meyer, 
Royal-Liverpool Group, and Walter 
Sheldon, America Fore Group. 

Names of Those Present 

Everyone expressed best wishes to 
Clem Fortman, Fireman’s Fund of San 
Francisco, who is being transferred from 
the East to the Pacific Coast. 

The complete list of those attending 
the dinner is as follows: 

Frederick W. Doremus, Samuel Reiter, 
Vic Pitchford, Victor Kurbyweit, Jo- 
seph Wilson, Harry Kohler, Charles 
Voorhies, E. S. Brokaw, Carl Fry, S. 
Gage Lewis, Paul Hartelius, F. Wickham 
Mallalieu, C. B. Cleaves. Clem Fortman, 
Leonard O’Neil, Walter Sheldon, Gilbert 
Dietrich, Ernest Warren, Edwin Barret, 
Charles Hagar, Al LeConeyv, Richard 
Williams, S. R. Howard, all members, 
and M. F. Wallace and Edwin N. Eager, 
guests. 


through the Eastern Underwriters Asso- 
ciation. 


has played a vital part in the public 
relations program of the Albany Field disbanded Underwriters 
Club. These films were used to consid- New York State. 
erable extent during Fire Prevention 
Week when five members took part in 
talks before civic organizations, 
school assemblies and several radio Hampshire Group, was 
broadcasts. study the present constitution 
Reggie Reid, North British Group; 


were elected to represent the Albany 
Field Club at the first meeting in Syra- Cecil H. 

Three new films have been added to cuse of the conference committee of 
the field club’s film library. The library the New York State Field Clubs. 


A committee of three, Larry Newman, Ray Houlihan, Jr., 
Commercial Union; Art Stevens, 
public ford Fire, and Howard Sargent, 
appointed to 
of the 
Albany Field Club for possible revision men, Lou Moulton, 


3urgar, 55, 


This  cashire, died October 23, in 


organization will take the place of the Ont. 
Association of 


CECIL H. BURGAR DIES 
associated 
many years with the London and Lan- 
Toronto, 





Automobile; 
Hart- 
New Dave Taxter, North 


Vincent 
Pierce, adjuster of the Harold Holt Co.; 
sritish Group, 
Frank Fischer, Phoenix of London, 
elected as new members. Two new field- 
3oston-Old Colony, 


and 
were 














John Barnes, St. Paul Fire & Marine, at the December meeting. and Frank Velhage, Aetna Group, were 
and Jim Ryan, New Hampshire Group, Rene Coirin, Pearl American Group; proposed as new members. 
An Advertisement similar to this appeared in The SATURDAY EVENING POST 
Words of a Great American. .. (Patrick Henry) 
wre 
“T have but one lamp by which my 
feet are guided; and that is the 
lamp of experience. I know of no 
way of judging of the future but by 
g the past.” 
,, Oreat American ©roup . Kh. 
; WISDOM Sie sane + 
—————e 
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THE HOME® 


EXCEPT WHEN IT COMES TO INSURANCE 





Rich man, poor man, Indian Chief—everybody’s playing the 
“do-it-yourself” game these days. 

But not even the most talented amateur can do it himself when 

it comes to insurance. 

Because insurance is a field for “professionals only.” That’s always 

been the heart of THE Home’s philosophy. And our new ad restates it in 
practical, down-to-earth terms—in language which has a special 

meaning for 20,000,000 families who make up the booming 
“do-it-yourself” market. 

The new Home booklet can be a real help to these hobby-happy homeowners. 
It’s a unique goodwill gatherer, too. And a wonderful opportunity to give 
sound, professional advice on insurance matters in a friendly atmosphere. 


Get this striking 18” x 24” 


Home fieldman. Display it 


: separ gd in ag —" Home Office: 59 Maiden Lane, New York 8, N. Y. 
the show me to identify yourself as “The 
MOW TO DO mT..SAFELY! og A ihn deer”. tee wabiitao nok FIRE » AUTOMOBILE + MARINE 
ae for a copy of the valuable The Home Indemnity Company, an affiliate, writes 
as new HoME booklet. Casualty Insurance, Fidelity and Surety Bonds 


“Tips to the Handyman-Hobbyist on 

HOW TO DO IT SAFELY” 

a handy-size 48-page illustrated lsoo':let, 
covers such important topics as: 

Gstting the most out of power tools 

Getting the most out of hand tools 

About the blowtorch 

Operation woodworking 

Operation metalworking ~ 
Using and abusing electricity 

16 more do-it-safely subjects for the homeowner 





Get your supply from your HOME fieldman. 
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* THE HOME* 
four-color poster from your CSaaurance Company 
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Meet your HOMEtown Insurance Agent 








H+le showed me 
HOW TO DO IT...SAFELY / 





Do you have a hobby—or are you “handy around the house”? P ; 
Then you'll find an extra advantage in talking to your Home - 


o=- bs 
Insurance man. His interests are probably very much like ey Sar 


our own and he may be able to give you some good r ist on 
ceuailaide He certainly will be able to give ahead advice mips? to the pores a right 
on practical safety measures. He has built a career on the HOWTO DOIT prone rything. This handy 
services of protection and his expert opinion, backed by more a 
than a century of Home experience, is well worth having. 
For your sake, see him soon! 


and a wrong way to do 


way to work on yo - 
agen 

see your local Home 
Home Insurance Company, a x. 
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yx Your HOMEtown Agent can serve you well—see him now! 


* THE HOME* 
(Fusurance Compuony 


Home Office: 59 Maiden Lane, New York 8, N. Y. 
FIRE + AUTOMOBILE + MARINE a 


if 






: The Home Indemnity Company, an affiliate, writes 
Se é sate ; r Casualty Insurance, Fidelity and Surety Bonds 








The Home, through its agents and brokers, is America’s leading insurance protector of American homes and the homes of American industry 





This ad will appear in: full color, full page size in the ‘hing publications: 


BETTER HOMES and GARDENS © TIME © SUCCESSFUL FARMING © US. NEWS & WORLD REPORT 
SATURDAY EVENING POST © TOWN JOURNAL © NATION'S BUSINESS © BUSINESS WEEK 
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Chandler Cites Ways for Agents to 
Overcome Price Appeal Competition 


There is a big squeeze ahead in profits 
for those agents not prepared success- 
fully to meet the severe competition of 
non-agency and low commission agency 
insurers according to W. S. Chandler, 


secretary of the Phoenix - Connecticut 
Group. Speaking before the Arizona 
Association of Insurance Agents at 
Tucson, Mr. Chandler said the great- 


lies in the competition for 
automobile and fire premiums which 
constitute about 64% of the average 
agents’ premium income. 

Secretary Chandler heads the agency 
management advisory service depart- 
ment of the Phoenix Group. Prior to his 
organizing this department in 1949, Mr. 
Chandler supervised production and 
training of fieldmen for the company. 
The agency management department is 
devoted to aiding agents throughout the 
country on management problems and 
agency techniques, as well as assisting 


est danger 


state associations with their educational 
programs. 

Good agency management, with strict 
control over expenses and_ collections, 


plus a high -type of personal service to 
prospects and clients, will aid greatly in 


overcoming the price advantages of the 
non-agency insurers Mr. Chandler said. 
Citing the dangers ahead and _ listing 
means for agents to minimize these 
threats he continued: 
What Agents Face Today 
“Take the old, economic law of dim- 


inishing returns and add the following 
ingredients: 
“(a) Intensified 


all types of carriers. 


competition among 


“(b) Continuous rate reductions, cou- 
pled with constant pressure for rates, 
which are termed ‘both realistic and 


competitive.’ 
“(¢) Broadened coverage and, in many 
cases, ‘all risks.’ 
“(d) Rising augmented by 
more frequent catastrophes. 
“(e) Increasing expense ratios for the 
companies. 
“Mix these 


Ic SS costs 


ingredients well and allow 
a reasonable time. The natural result is 
a ‘big squeeze’ which finds both the 
members of the American Agency Sys- 
tem and the ‘old-line’ companies (and 
their stockholders) in the middle. 
“There are ways of meeting this threat 
to your security. The key is top-grade 
management. May I recommend that 
you examine your present method of 
management and endeavor to deter- 
mine what you can do individually and 
now to protect your present favorable 
position and to sink the competition. 
Maintaining Take Home Pay 
“With 


the possibility of a reduction 


in gross income and rising agency op- 
erating costs facing him, how is the 


agent going to maintain his present per- 
centage of ‘take-home pay,’ let alone 
increase it? 

“In the present instance, the additional 
value required is a sterling grade of in- 
surance advisory service. Unless real, 
personalized service, calculated to make 
the customer feel that he can’t possibly 
do without you, is substituted for the 





W. S. CHANDLER 


‘price gap’, there can be but 
swer,” Mr. Chandler warned. 

“Better management dictates, as an 
agency policy, the Nadie of the fol- 
lowing procedures 

“(1) Substitute real personalized serv- 
ice for ‘price appeal’. 

“(2) Direct your production efforts 
toward the development of those types 
of contracts which, for the moment, the 
‘non-agency’ companies are not qualified 
to handle. 


one an- 


“T am going to ask you a few ques- 
tions. 
“Are you satisfied that your brand of 


management is producing the maximum 
net profit ? 

“Are your receivables on a 45-day or 
less basis, or are your customers getting 
a ‘free-ride’ on the use of your capital? 


Extension of Credit 


“Are you competing in the extension 
of credit? 

“Are you sure that your office system 
does not permit any ex cpensive duplica- 
tion of effort or lost motion? 

“Have you taken steps to conserve 
the value of your agency for your old 
age and for your family, should you die? 

“Does your office system encompass 
an account selling plan? 

“Is your system geared for 
as well as servicing? 

“If you are not getting the maximum 
net profit from your agency and feel 
that your costs are too high and your 
net profit too low, the chances are that 
something can be done about it. Why 
not try new ways to spend your expense 
dollars ? 

“The first step recommended in your 
management survey is to make a de- 
tailed cost analysis of your entire oper- 
ations. Once this is done, make com- 


selling 


parison with the national averages and 
friendly competitors whose management 
have developed an 


We 


is respected. 





JAFFE AGENCY FORUM NOV. 9 


Flynn, Chief Speaker, Will Talk on 
Selling Through Survey; Panel 
Discussion by Experts Planned 

Frederick J. Flynn, CPCU, president, 
the F. J. Flynn Associates, Inc., will be 
the main speaker at the Jaffe Agency 
fall forum to be held Tuesday, Novem- 
ber 9 at 7:15 p.m. in the Governor Room 
of the Governor Clinton Hotel, New 
York City. His subject will be “Selling 
Through Surveys.” 

Following Mr. Flynn’s talk there will 
be a question and answer period with 
queries from the audience to be handled 
by a panel consisting of experts J. 
George Kaplan, CPCU, CLU, J. George 
Kaplan & Co.; Sidney Bloomgarden, 
Bloomgarden & Liesner, and John B. 
Walker, CPCU, Fidelity and Casualty 
of New York. Alfred I. Jaffe, vice presi- 
dent of the agency, will be moderator. 

Mr. Fiynn, who organized his insur- 
ance brokerage firm in 1946, has had 24 
years’ experience in the insurance in- 
dustry covering engineering, safety, fire 
protection and underwriting with several 
of the large companies. He is a member 
of the Society of CPCU’s and was 
seminar chairman in 1953. Director of 
the New York Chapter for the last two 
years, he served on the program com- 
mittee prior to that. 

The Jaffe forum is open to all brok- 





ers and others in the insurance field 
interested in the subject of selling 
through surveys. Those who wish to 


attend as well as anyone who has ques- 
tions they want covered, are requested 
to write to the Jaffe Agency, 45 John 
Street, New York City. 


New York Agents Assn. to 
Sponsor 1955 Short Course 


The New York State Association of 
Insurance Agents has authorized a short 
course in agency management, to be 
held in June, 1955, at the Sagamore es- 


tate in the Adirondacks. This is oper- 
ated by Syracuse University. Such a 
move has been under study for some 


months in New York State. For several 
vears such a school was conducted at the 
University of Connecticut at Storrs each 
summer under sponsorship of the Con- 
necticut Association. 

Many leading agents in the East have 
expressed the hope that some other 
association, such as New York, would be 
able to continue this highly valuable 
educational program. Robert Douglass, 
Potsdam, is chairman of the education 
and agenev management committee of 
the New York Association. 





agency expense analysis form which fa- 
cilitates vearly comparison of cost fig- 
ures. This form (No. 9512-2) is available 
for the asking. 

“It is a cardinal principle of good 
management that ‘net profit’? tends to 
go up un where there is increased effi- 
ciencv and greater productive. output 
on the part of the heads of the agency 
and the office staff,” said Mr. Chandler. 

“Since World War II. the labor cost 
factor has mounted steadily and is caused 
largely by higher salaries, less efficient 
help. generally, and shorter work hours. 

“This condition points up the fact that 
the largest single item of your expense 
is clerical salaries which average between 
18% and 21%. Fortunately, you have 
the greatest measure of control over 
this item. 

“T have studied hundreds of agency 
cost analyses. It is a constant source 
of interest and amazement to me why 
the percentages of net profit vary so 
widely between agencies with the same 
size town, same average premium per 
policy, same premium volume, and same 
general type of business. 

“We recently concluded our second 
annual 5-Day Advanced Management 
Forum in Hartford, attended by man- 


(Continued on Page 28) 
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Dowling President of 
Massachusetts Agents 


The Massachusetts Association of In- 
surance Agents elected Robert G. Dowl- 
ing of Hyannis president, succeeding 
Frederick H. Woodward of Lynn, at its 
55th annual meeting in Boston. Daniel 
M. Walsh, Jr., of Springfield and Clif- 
ford E. Dunn of Fitchburg were elected 
vice presidents. Frederick J. England of 
Cambridge was reelected for second 
term as state national director. 

The association adopted a resolution 
calling on the National Board of Fire 
Underwriters and member companies to 
“call upon the services of qualified 
agents to expedite the settlement of the 
many outstanding claims” from the 
August and September hurricanes. An- 
other resolution called on Massachusetts 
state officials to speed establishment of 
rates for automobile insurance premium 
financing, as provided by a new law 
regulating this business. 


Two N. J. Agencies Combine 
To Form Mintz & Mahler 


Mintz & Co. Kearny, N. J., and G. 
P. Mahler, Inc., South Orange, N. J., 
combined their general insurance agen- 
cies as Mintz & Mahler, Inc., effective 
November 1. Offices will be located at 
21 South Orange Avenue, South Orange, 
and 539 Kearny Avenue, Kearny. 

Principals in the combined organiza- 
tions are Isidor Mintz, CPM, of Kearny, 
a director of the Bergen Trust Co. of 


New Jersey and of the Equity Savings 
& Loan Association; George P. Mahler, 
CLU, CPCU, South Orange, ere 
of G. Mahler, Inc.; Walter Mintz, 
CPCU, Livingston, past cans of 
Kearny Chamber of Commerce and of 


the Kearny Safety Council; and Charles 
W. Girgan of Orange, secretary of the 
new corporation. 

Mintz & Mahler, Inc. will operate as 
insurance specialists in the life and gen- 
eral insurance field while Mintz & Co., 
established in 1925, will continue to 
specialize in the real estate field. 


MARYLAND AGENTS’ 

The 18th annual convention of the 
Maryland Association of Insurance 
Agents was held Wednesday and yester- 
day in Baltimore. The convention speak- 
ers included Joseph A. Neumann, presi- 


MEETING 


dent of the National Association; Fred 
W. Westervelt, Jr., General Adjustment 


Bureau; Chez arles S. Jackson, Maryland 
Insurance Commissioner; E. R. Hurd. 
Tr., American Associated Companies, and 
Edward Scheidt, North Carolina Com- 
missioner of Motor Vehicles. 





FRED L. MARSH DIES 
Fred L. Marsh, 71, prominent insur- 
ance man of Honesdale, Pa., died Octo- 
ber 21, after a long illness. He oper- 
ated his own insurance business in the 
community since 1917. His wife, a son 
and three daughters survive. 


AGENTS TO MEET AT BUFFALO 

The New York State Association of 
Insurance Agents will hold a_ regional 
meeting at Buffalo on Tuesday, Novem- 
ber 9, at the Statler Hotel. 
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Marks 25th Anniversary 
With Phoenix of Hartford 


GEORGE F. THOMAS 


George F. Thomas, vice president of 
the Phoenix of Hartford Group, marked 
his 25th anniversary with the company 
on November 1 at a pin presentation 
ceremony in the directors’ room of the 
home office in Hartford. President John 
A. North made the presentation. Mr. 
Thomas was graduated from Boston 
University in 1925 and employed by the 
General Adjustment Bureau, Inc., from 
1925 to 1929. He entered the employ 
of the Great Eastern Fire in White 
Plains, N. Y. (an affiliate of the Phoenix) 
in 1929 serving as special agent, as- 
sistant secretary, secretary and _ vice 
president. On November 1, 1944, he be- 
came general adjuster of the Phoenix 
Group, was elected secretary of the 
company June 3, 1946, and vice president 
February 27, 1952. He is active in many 
loss executive groups. 


Casey New President 
Of the “Norbrit Guards” 


\t the recent annual meeting, presided 
over by President William J. Traynor, 
the “Norbrit Guards,” 25-year em- 
ployes’ service association of the North 
British Group, elected John J. Casey 
as president for the 1955 term begin- 
ning January 1. Mr. Casey is general 
agent of the Eastern department at the 
home office in New York. 

The following officers also were 
elected for the same term: Harry G. 
Thomas, vice president; Antoinette Mc- 
Elroy, secretary, and Nettie Pesinger, 
treasurer. 

President Traynor announced that the 
tenth annual reception and dinner of the 
“Norbrit Guards” will be held at the 
Essex House, New York, on Thursday 
evening, November 18. : 


Klebart General Adjuster 


Factory Insurance Assn. 


Roland C. Klebart, assistant general 
adjuster for the Factory Insurance As- 
sociation in Hartford, has been appointed 
general adjuster, succeeding Herbert E. 
Adams who retired on October 1. Mr. 
Klebart joined the FIA on July 1, 1925, 
immediately after being graduated from 
Worcester Polytechnic Institute. He 
Served successively as inspector, special 
agent in charge of the Baltimore office 
and field manager in charge of the 
Philadelphia office. 

He was promoted to the position of 
assistant general adjuster and brought 
Into the Hartford office devoting his 
time entirely to loss work which he will 
now direct as general adjuster. 


ROYAL EXCHANGE EXPANDS 





Increased Service Facilities in New 
Jersey With Three New Appointments 
at East Orange Branch Office 
In expanding service facilities for 
agents in New Jersey, the Royal Ex- 
change Group has made three appoint- 
ments in the East Orange branch office. 
Robert E. Ohle, underwriter in the 
East Orange office of the group for 
several years, has been advanced to 
special agent to assist James G. Man- 
chester IJJ, state agent. Mr. Ohle is a 
graduate of Upsala College in East 


Orange. 

Ralph R. Moore, formerly underwriter 
in the Chicago branch office of the 
group, has been transferred to East 
Orange and will succeed Mr. Ohle in 
underwriting. As a member of the Casu- 
alty Underwriters Association of Chi- 
cago he was on the governing board of 
directors. 

James H. Ridabock, engineer, also has 
been traasferred from the Chicago office 
to East Orange. He will have charge of 
engineering and inspection in New Jer- 
sey. He is a graduate of the School of 
Engineering, Brown University. 


Associated Reciprocals 
Advance Bruce O’Brien 


The Associated Reciprocal Exchanges 
has recalled Bruce R. O’Brien to the 
home office in Port Chester, N. Y., to 
assume administrative responsibilities. 
He has been named account executive 
in charge of the New England territory. 
Replacing him as division manager in 
the field is Allston S. Goff. He has spent 
about 12 years in placing and handling 
all lines. 





This America Fore advertisement appears dur- 


ing November in the following publications: 


NATIONAL GEOGRAPHIC 
e FORTUNE ¢ LIFE « 











SATURDAY EVENING POST 
NEWSWEEK « TIME 





This new help in selling insurance, subject of 


the ad, is part of America Fore’s continuing 


program to furnish its producers and insureds 


with every practical sales aid and service. 
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Price Competition 
(Continued from Page 26) 


aging heads of 15 agencies from all over 
the country and Canada. 


Income and Profit Percentage 


“The average ‘net’ income per individ- 
ual was $18,500, with a maximum net 
of $55,000. The average premium income 
from this group was $230,000. The per- 
centage of net profit ranged from 30% 
to 71.8%. Please don’t overlook that 
these percentages include salaries to 
management. 

“While the average 
for the forum group was 3.8, 
with the highest percentage ot net 
namely, 71.8%, had only three girls, 
handling a premium volume of over 
$100,000 each. The average premium per 
policy in this agency was $55. This 
agency also paid above the usual scale 
of salaries, plus a bonus, and the office 
has been equipped with all types of 
labor- saving machines. 

“The average premium volume han- 
dled per girl in our two Advanced For- 


number of clerks 
the agent 
proht, 


ums was $65,000. This checks with the 
figure given in the 1953 NAIA cost 
survey and, therefore, should be a fair 
index to the efficiency of your clerical 
staff. 

“Here are the results of a recent anal- 
ysis of 21 agents, located in towns of 
5.000 or less population, with average 
premium income of $119,000. Similar 


The 


conditions existed in each agency. 


ranged from 


percentage of net profit 
average of 


404% to 79.3%, with an 
60.9%. 

“Analysis of another group of 10 
agents in towns of between 50,000-100,- 
000 population, with average volume of 
$160,000 developed a percentage of net 
profit ranging from 42.3% to 76.9%, with 
an average of 58.9%. 

How to Keep Profit Up 

only a few _ illustrations 
taken from several hundred cases, but 
it must be a challenging thing to you 
to realize that some agencies tick, profit- 
wise, so much louder than others. The 
inevitable conclusion is that you must 
(1) hire the best help you can and pay 
them accordingly, train them intensively, 
and by a planned program of motiva- 
tion, instill in each person a keen inter- 
est in profit creation and conservation. 
Cheap help can be very expensive. (2) 
Equip your office with Jabor-saving ma- 
chines wherever possible. 

“Good management means many 
things. Maintenance of an effective ex- 
pense control system is a basic require- 
ment—yet many agents fail to do it. 

“A fixed collection control system has 
a marked effect on your percentage of 
net profit. But, to be successful, it must 
be a mandatory agency policy. We have 
developed a special advisory ‘memoran- 
dum to management’ detailing results of 
our research on many successful agents’ 
collection systems, which is available on 
request. 


“These are 


Record Management 


“Another vastly important item that 








Whal makes 


even more money. 


for three reasons... 


serving his community. 


CLEVELAND, 320 Bulkley Bidg. 
PHILADELPHIA, 330 Walnut Street 
SAN FRANCISCO, 369 Pine Street 





a man wan lo 


te an bygent ? 


I?’s Hard Work .....and the same amount of work that makes a 
successful Agent would make him a success in any field—perhaps at 


It Requires Study... .. An Agent must be the master of thousands 
of facts. His success demands a degree of professional knowledge 
comparable to that of a lawyer or doctor. 


We, at Pearl-American, believe that a man chooses to be an agent 


@ because he wants to be independent 


@ because he wants his financial rewards to depend 
directly on his own efforts 


@ because he gets a lot of personal satisfaction out of 


It is because we feel this way about our Agents that we strive to 
give them the closest possible support; fast, accurate, dependable 
service; and the kind of cooperation that enables the Agent to gain 
the full satisfactions he wants from his career. 

Every Pearl-American Agent and Broker has the facilities of one of 
the world’s greatest companies at his command, 


We Invite Your Inquiry. 


Pa ‘ ERICAN 


PEARL ASSURANCE COMPANY, LTD. 
THE EUREKA SECURITY FIRE & MARINE INSURANCE CO, 
MONARCH FIRE INSURANCE COMPANY 


HOME OFFICE: 19 RECTOR ST., NEW YORK 6, N. Y. z 







INSURANCE 
GROUP 


NEW YORK, 85 John Street 
CINCINNATI, 1423-24 Carew Tower 
CHICAGO, 175 W. Jackson Bivd. 








influences your profit is ‘record man- 
agement.’ Have your office routines had 
a good physical lately? Does your sys- 
tem permit profits enticed through the 
front door at great exertion and expense 
to vanish out the back door as a result 
of lost motion and duplication of effort ? 

“The success of the mail- order type 
of non-agency company emphi isizes the 
fact that the principal weakness in most 
agencies today is a system which fails to 
insure maximum personal contact with 
clients. Neglected clients seldom buy. 
They just fade away and eventually ap- 
pear on your competitors’ books. 

“Many agents readily admit they know 
the dangers of infrequent contact and 
minimize personal service. However, 
their immediate response is ‘lack of 
time’ to study the many new, and oft- 
times complicated coverages, and to 
really see - sell and service many of their 
clients. 

“From what we have developed so far, 
it is quite evident that many agents are 
ultimately going to be forced to insti- 
tute a number of changes in their meth- 
ods of doing business if they are to deal 


successfully with the intensified com- 
petitive situation. 
“Unless you review and evaluate your 


present management methods and make 
changes where necessary, you will not 
have protected your position nor be able 
to judge with assurance whether you, by 
able management, are making your agen- 
cy tick as loud as it should, profit- wise. 
Remember, the percentage of net profit 
you keep out of your commission dollar 


is the only yardstick you have to meas- 
ure just how good a manager you are. 


Formula for Success 


“The formula advanced by successfyl 
agents who enjoy the highest percenta ge 
of net profit is this: 

“(a) Rid yourself of maximum detail 
by training or augmenting your staff 
and delegating responsibility. 


“(b) Exercise close supervisory con- 
trol. 

“(c) Good planning. 

“(d) Maintain strict personal time- 


control discipline. 

“We are all agreed there is nothing 
wrong with the Agency System. There- 
fore, it appears that its destiny lies in 
the hands of its individual members. 
With the advent of various multiple line 
and package policies and the constantly- 
growing nuinber of ‘all risks’ contracts, 
the insurané¢e-buying public more than 
ever needs sound advice on which cover- 
ages best fits their needs. 

“Therefore, for those agents who are 
skilled managers, who know their con- 
tracts and the value of their personal 
service, and who sell it continuously by 
word and deed, the menace of the ‘big 
squeeze ahead’ is vastly lessened. 

“However, neither agents nor compa- 
nies should ever lose sight of the fact 
that, in the absence of superior advisory 
service, there is little but ‘price’ in the 
eyes of the public to distinguish the 
policy issued through an agent from one 
purchased over a counter,” Mr. Chandler 
concluded. 








... you can serve them better with the 

multiple line facilities of the National 

. .. Whether it be a Personal Property 
Floater, Accident and Sickness Insurance 
or one of the popular new dwelling forms. 


NATIONAL OF HARTFORD GROUP 








Western Department, Chicago 
Pacific Department, San Francisco 
Canadian Department, Toronto 
Metropolitan Department, New York 
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Supreme Court Reverses One Case 
And Refuses to Review Two Others 


gation of the issue on one day that lia- 
bility will be imposed because of owner- 
ship, and solely because of ownership, 
but on the next day that no recovery 


The United States Supreme Court has 
now disposed of the four cases which 
it was requested to review. One case, 
refused, was reported last month. Of the 
other three the court has refused to re- 
view two and reversed a third. 

The reversed case was Margaret 
Shiver Williams v. Carolina Life, in 
which the Appeals Court had found for 
the insurance company. In this case, 
the insurance company denied indem- 
nity under an accident policy when the 
insured died of a ruptured aorta with 
circumstantial evidence pointing to a 
fall off a horse. 

\ doctor testifying for the beneficiary 
testified that disease did not contribute 
to the death, while an insurance com- 
pany doctor testified that disease did 
play a part. The jury chose to believe 
the beneficiary’s doctor, but the Appeals 
Court overturned the verdict. 

The widow, in her. brief to the Su- 
preme Court, claimed that the Court of 
Appeals had erred in prescribing a 
standard of proof in accident cases caus- 
ing the jury to be free of doubt as to 
how the accident happened, and charged 
that the Appeals Court had usurped the 
function of the jury as fact triers, since 
the jury had found that the policy holder 
had not died of natural causes. 

The Supreme Court reinstated the 
jury award of $20,500 to the widow. 

Marine and Auto Case Refused 

The two cases which the highest 
court refused to review were Hillcrea 
Export, et al v. Universal Insurance and 
3ettinger v. Northwestern National and 
Northwestern National Casualty. These 
actions in effect permitted lower court 
decisions to stand, and in both cases the 
insurance companies won the cases. 
Hillcrea contracted with the Govern- 
ment to buy a stated amount of surplus 
clothing located in the Aleutian Islands, 
and deposited a check for $100,000 pend- 
ing finalizing of the deal. The Govern- 
ment moved merchandise, including 
clothing, from various warehouses in the 
islands, with clothing going into a ware- 
house which burned. Hillcrea and the 

others thereupon claimed $150,026 from 
the insurance company for lost profits. 

The insurance company declined pay- 
ment on the grounds that the export 
outfit had never established an insurable 
interest, since the Government had never 
actually relinquished title to the goods. 
The plaintiff said that the ocean ma- 
rine “warehouse to warehouse” clause 
should cover such a situation, but the 
lower courts decided in favor of the in- 
surance company, and now Supreme 
Court refusal to review closes the legal 
doors for Hillcrea at al. 

Ownership of Car 

The complicated Bettinger v. North- 
western National and Northwestern Na- 
tional Casualty case involved a liability 
policy on an automobile owned by Mrs. 
3ettinger. Mrs. Bettinger had_ trans- 
ferred ownership to her son before he 
was involved in an accident. She ac- 
knowledged ownership of the car at 
the damage trial and was adjudged the 
owner with a total of $27,500 in dam- 
ages assessed against her and in favor 
of two injured persons. 

The insurance company refused to pay 
on the grounds that the insured no 
longer owned the automobile. Mrs. Bet- 
tinger sued on the grounds that the 
change in ownership was merely a dodge 
to foil creditors, but the court found 
in favor of the insurance company. 

Mrs. Bettinger thereafter told the 
Supreme Court that “if, under Federal 
procedure, it can be decided after liti- 


can be had . . . because ownership was 
non-existent .. .” then state safety re- 
sponsibility statutes are worthless, and 
“apparent owners” have completely illu- 
sory indemnity policies. 

The Supreme Court was not impressed 
and its refusal to review finally settles 
the case in favor of the insurance com- 
pany. 


PATROL NO. 5 IN N. -Y, CLOSED 

After 62 years of continuous service, 
Patrol No. 5 of the New York Board of 
Fire Underwriters, located at No. 307 
West 12lst Street, Manhattan, will be 
closed permanently as of November 1. 
The uniformed personnel and equipment 
will be distributed among the other five 
remaining houses. 
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Lemmon Cites Accomplishments of 


Independent Insurers Association 


manager of the Na- 
tional Association of Independent In- 
surers, cited accomplishments and aims 
of the organization when he reported to 
the tenth annual meeting at St. Louis 
last week. He told how the association 
was formed with 40 companies, and a 
decade later the membership had grown 
to 291 insurers. 

Listing some major things the asso- 
ciation has done Mr. Lemmon cited the 
following: 

“1. We have fought at every turn of 
the road Federal regulation of insurance. 

“2. We have vigorously opposed com- 
pulsory automobile insurance legislation. 

“3. We have fought compensation 


Vestal Lemmon, 











Chances are you wouldn’t select this 
model for motoring today, no matter 
how popular it was back in ’02. Yet 
your property and casualty insur- 
ance coverage may be antiquated, 
too, by 1954 standards. And—like a 
very ancient car—it may fail you 
when you need it most. 


Don’t blame the insurance company 
if your insurance becomes outmoded. 
Property values have shot upwards 
during fifteen years of inflation. 
Court awards in liability cases con- 
tinue to rise. As a result, your old 
fire and liability policies may now 
prove woefully inadequate. For 
example— 
* A house that cost $10,000 in 1940 
is probably worth over $20,000 


Indianapolis + Los Angeles Milwaukee 


Pittsburgh + Portland + Richmond + 





Things every Insurance Buyer should know—WNo. 76 


Business Established 1842 


THE ATLANTIC COMPANIES 


ATLANTIC MUTUAL INSURANCE COMPANY 
CENTENNIAL INSURANCE COMPANY 


49 Wall Street « New York 5 
Baltimore + Boston + Chicago + Cincinnati - Cleveland - Dallas + Detroit » Grand Rapids - Houston 
St. Louis - 
Marine, Fire, Inland Transportation, Yacht, Property Floaters, Automobile and Casualty Insurance 


Your Insurance 
May Be 

Out of Date, 
Too 


today. If you have not increased 
your insurance, you may have to 
bear a large portion of any future 
loss out of your own pocket, 


* $10,000-320,000 bodily injury 
and $5,000 property damage cov- 
erage is no longer sufficient pro- 
tection for a car owner. Judgments 
in liability cases today sometimes 
run into six figures. In a recent 
accident, property damage totaled 
over $50,000. 


Failure to keep your insurance up- 
to-date could cost you money. So 
call a competent, independent agent 
or broker today. Have him review 
your insurance policies to make cer- 
tain you have enough of the right 
kinds of coverage. 


Philadelphia 
+ Syracuse 


lewark + New Haven 
San Francisco + Sea 








This advertisement appears in the country’s leading newspapers in November. 


plans for automobile accidents. 

“4. We have opposed comparative 
negligence legislation. 

‘>. We have continuously directed our 
efforts against mandatory uniform rate 
laws. 

“6. We have been against state oper- 
ated unsatisfied judgment funds. 

“7. We have opposed state and Fed- 
eral insurance funds of any type. 

“8. We have vigorously protested the 
Federal government’s entrance into the 
accident and health reinsurance field. 

“9. We have opposed bills for unrea- 
sonable increases in premium taxes. 

“10. We have opposed uniform ac- 
counting for rate making. 

“Il. We have opposed unduly restric- 
tive licensing requirements for compa 
nies. 

“12. We have striven 
shrouded in a strait-jacket. 

“13. We have vigorously opposed be- 
ing forced into rating bureaus. 

“14. We have opposed Federal legis- 
lation that discriminated against insur- 
ance company shareholders. 

“15. We have opposed socialistic 
legislation which would hamper free en- 
terprise. 


against being 


Affirmative Actions 
“Let us recount some of our major 
constructive and affirmative actions. 

“lI. We have supported state regula- 
tion to preserve reasonable competition 
in the business. 

“2. We have supported the strength- 
ening of safety responsibility laws. 

“3. We have supported equitable as- 
signed risk plans. 

“4. We have supported impoundment 
laws for motor vehicles. 

_ “5. We have supported sane and ef- 
fective motor vehicle and traffic laws. 

“6. We have supported reasonable 
state fair trade practice acts. 

“7. We have supported uniform de- 
posit laws. 

“8. We have supported multiple line 
underwriting laws. 

“QO. We have supported the statement 
of principles for claim adjusters. 

“10. We have supported better safety 
programs. 

“11. We have endorsed driver school 
education programs. 

“12. We have supported voluntary 
insurance plans to solve the financially 
irresponsible motorist problem. 

“13. We have supported an amend- 
ment to the Federal Income Tax Law 
to permit insurance companies to enjoy 
income tax benefits accorded other 
business corporations. 

“14. We have cooperated in the 
free exchange of ideas among our mem- 
bership and in areas of common inter- 
est between our association and other 
industry organizations and groups. 

“15. We have promulgated realistic 
and progressive statistical plans. 

‘16. We have cooperated with the 
supervisory authorities in the admin- 
istration of the insurance laws.” 


WATSON SPECIAL IN ALABAMA 

The Springfield Group announces ap- 
pointment of Wardlaw M. Watson as 
special agent in northern Alabama. He 
will be headquartered at Birmingham. 
Mr. Watson is a member of the Blue 
Goose, Alabama Pond, and the Alabama 
Fire Fieldmen’s Association. 
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Kemper New England 
Dept. Marks 30 Years 


CELEBRATE AT * BOSTON OCT. 21 


Lumbermens Mutual Cas. Directors and 
Advisory Board Hold Meeting as Trib- 


ute; Ambassador Kemper Present 


and advisory board members 
of Lumbermens Mutual Casualty Co. 
held their semi-annual meeting in Bos- 
ton on October 21, as a tribute to New 
England and to the New England de- 
partment of the company which is cele- 
brating its 30th anniversary this year. 
Participating in the celebration was 
Tames S. Kemper, United States Ambas- 
sador to Brazil, and chairman of the 
Kemper companies, recently returned to 
this country for a periodic report to the 
State Department in Washington. 
Activities in connection with the 30th 
celebration were a meeting 
Federal Mutual In- 


Directors 


anniversary 
of the board of the 
surance Co. and a formal dinner attended 
by the directors of Lumbermens and 
other Kemper companies; Hathaway G. 
Kemper, president, and other officers 
of the companies and a number of New 
England civic and business leaders. 
Speakers at the dinner were Ambassador 
noted 


Kemper and Louis Bromfield, the 
commentator, author and agricultural 
leader, who is a member of the advisory 
board of Lumbermens. 


M. P. Luthy Heads N. E. Office 
Martin P. Luthy, vice president of 
Lumbermens, heads the New England 


offi which is located at 260 Tremont 
Sect: Soston. 

Among the prominent New England 
guests at the dinner were Rudolph F. 
King, registrar of motor vehicles for 
Massachusetts; Joseph A. Humphreys, 
a of Insurance for Massa- 
~husetts; George A. Bisson, Commis- 
sioner of Insurance for Rhode Island, 


Mahoney, Commissioner 


Maine. 


and George F. 
of Insurance for 


3oard members who attended were 
Ray S. Bass of Decatur, Ill, treasurer 
of A. E. Staley Manufacturing Co.; 
James S. Kemper, Jr. of Los Angeles, 
an attorney; J. D. Cunningham, presi- 
dent of Republic Flow Meters Co.; 
Mark Kemper, treasurer of the com- 


panies, and R. G. Rowe, vice president 


of Lumbermens, all of Chicago. 
Graham Aldis of Chicago, partner in 
Aldis & Co.; Willis H. Booth of New 

York, member of the executive and 


mmittee of International Busi- 


finance c 
ness Machines Corp.; S. J. (¢ campbell of 
Mount Morris, Ill, president of Kable 


Toledo, 
Lumber 
Coleman 


News Co.; R. H. Campbell of 
former president of Campbell 
& Manufacturing Co.; T. E. 


Madison, Wis.. president of Madison- 
Kipp Corp.; Melvin C. Eaton of Nor- 
wich, N. Y.. president of Norwich 
Pharmaceutic: al Co., and H. A. Eggers of 


New York, president of Continental Can 
Co. 
Others Present at Celebration 

Others were T. Stewart Foster of 
Utica, N. Y., president of Foster Paper 
Co., Inc.; F. W. Gaffney of Rockford, 
[ll., president of Rockford Bolt & Steel 
Co.; Orville H. Greene of Syracuse, 
N. Y., president of Wilson & Greene 
Lumber Co.; Spencer T. Gullicksen of 


Churchill Cabi- 
Reading. Pa., 


Chicago, president of 
net Co.; F. H. Ludwig of 
president of Merritt Lumber Yards, 
Inc.: C. E. Nail of Mansfield, Ohio, 
president of Lumbermens Mutual Insur- 
ance Co.; H. J. Pelstring of Philadel- 


phia, chairman of Pennsylvania Lumber- 
mens Mutual Insurance Co.; George P. 
Rinn of Evanston, Ill, former president 


(Continued on Page 31) 


BRANCH MANAGERS’ MEETING 


Maryland Casualty Key Men From the 
Field in 2-Day Session at H.O.; Com- 
pare Notes With Company Officials 

Branch managers and resident vice 
presidents of Maryland Casualty from 31 
cities around the country conferred at 
the home office October 25-26 with com- 
pany officials and department heads. In- 
terest centered on current problems and 
the outlook for 1955. A number of ses- 
sions were held during the two-day pe- 
riod, presided over by President William 
T. Harper and Senior Vice President 
Edward L. Castleton, respectively. 

A feeling of optimism generally pre- 
vailed, a reflection no doubt of President 
Harper’s feeling that there are no prob- 
lems which are unsurmountable. He 
pointed out that at no time in the his- 
tory of the insurance business has it 
been without problems. They have been 
solved in the past and solutions will be 
reached in the future. ¥ 

Those attending the meeting were as 
follows: Henry W. Webster, Boston; 
Richard L. Reed, Dallas; Darrell S. 
Miller, Harrisburg, Pa.; John P. Keevers, 
Chicago; William A. Browne, Memphis. 
Henry D. Hart, Cincinnati; John T. V. 
Keller, Detroit; R. J. Moore, Buffalo; 
Frank L. Garriott, Tampa; Dick- 
inson, Denver; William A. West, Ha- 
vana, Cuba. : 

Also Frank C. Mebane, Little Rock; 
Harry F. Parker, Kansas City; David C. 
Seager, Philadelphia; D. Blanke Lump- 
kin, Pittsburgh; W. O. Johnson, In- 
dianapolis; John G. Bauernschmidt, IJ, 
Milwaukee; John S. Mee, Los Angeles; 
William Wolpert, Minneapolis; Howard 
J. McGuff, Des Moines; Ralph H. 
Winkler, San Francisco; Thor A. Bergs- 
trom, Portland; Fred Hoyle, Cleveland; 
Ivan L. Jackson, Oklahoma City; Harry 
B. Quinn, Philadelphia. 

Also Hobart A. Martin, St. 
M. Durham, Atlanta; T. W. 


Louis; H. 
Michels, 


San Francisco, who is resident vice 
president in charge of Pacific Coast 
branches; H. E. Mayhew, Houston; 
Ralph P. Hanger, Richmond ; Stephen 
Bedell, New York City; Jay Pres- 
ton, Charlotte, N. C., and J. F. Comer- 


Newark, N. J. 


f< ord, 


Louisiana Commission 
Releases Accident Report 


A check of 30,512 accident reports 
indicates that approximately 63% of all 
automobiles involved in accidents are in- 
sured, according to a report released by 
the casualty and surety division of the 
Louisiana Insurance Rating Commission. 

\ll accident reports submitted to the 


safety financial responsibility division of 
the Louisiana state police department 
from October 1, 1953 to July 1, 1954, 
were studied, the report said. Collision 


with other vehicles was the greatest type 
of accident with 14,853 indicated. 

Drivers in the 25-34 age group were 
apparently the most accident-prone, with 
persons in that range reported as having 
been involved in 7,212 accidents. Males 
outnumbered females 26,074 to 4,438. Pro- 
fessional and businessmen led the list 
with 4,044 of occupations of drivers in- 
volved in accidents. 


MAXWELL A. GREEN RETIRES 

Maxwell A. Green of East Windsor 
Hill, an employe of the Hartford Acci- 
dent & Indemnity Co. for 37 years, re- 
tired on November 1. He was a reinsur- 
ance underwriter in the home office bur- 
glary department. 


Says Domestic Casualty 
Reinsurers Now Stronger 


BRADDOCK ADDRESSES CPCU 





Declares Seven Lean Years Will Pay 
Dividend for Future Problems; Cites 
Loyalty of Primary Cos. 


Robert L. Braddock, executive vice 
president, General Reinsurance Corp. of 
New York, declared this week that evi- 
dence points to the fact that the do- 
mestic casualty reinsurers have weath- 





Fabian Bachrach 
BRADDOCK 


ROBERT L. 


a severe storm and have emerged 
stronger and more useful to the primary 
companies, Addressing the Pacific Chap- 
ter of the Society of Chartered Property 
& Casualty Underwriters on November 
3, in Los Angeles, the speaker pointed 
out that “it would be rash to assume 
that in the future no problems will 
loom as large—for they will.” 
However, he went on to emphasize 
that when problems make their appear- 


ered 


ance in the future, there will be more 
assurance in coping with them. He was 
confident that the maturity gained in 
the “seven lean years” of 1946 to 1952 
will-pay a dividend of faith that these 


“The reinsurers 


problems will be solved. 
look forward 


have earned the right to 

with confidence,” he said. 
Seven Unfavorable Years 

“You will recall,” said Mr. Braddock, 

“the years 1940 and 1947 were unfavor- 

marked degree for the 


able to a very 
primary insurance industry. The inade- 
quate rate level in the automobile line 


when added to the position on compen- 
sation rates, which had been depressed 
by inflated overtime payrolls during the 
war, gave the industry a heavy loss over- 
all. It was natural under those circum- 
stances that the sad story being told by 
the reinsurers did not fall at the beign- 
ning on overly receptive ears. 

“Many primary carriers honestly felt 
that the problem of the reinsurers, since 
it had never happened before, was a 
flurry which would pass on and be for- 
gotten in a year or so as things got 
back to what was popularly believed to 
be normal. 

“The reinsurance executives were 
brought to certain painful conclusions,” 
he said. “They could only assume that 
the situation of 1946 and 1947 as to fre- 
quency of the large loss and its severity 
was going to get worse before it got 
better if; in fact, it would ever get better, 
for there was a disquieting possibility 
that a new loss plateau had been reached 
and the past was really dead. There 
were a number of things that had to 
be done if there were any hope of sav- 
ing the business and eventually putting 
it again on a profitable basis. 

Number of Things Necessary 

“Some of those points were: (1) re- 
tentions of primary companies had to 

(Continued on Page 31) 


Plan to Extend Auto 
Coverage Is Rejec'ed 


BY MEMBER COS. OF C. & S. ASSN, 


Position on Car Impoundment Reaf- 
firmed; Would Charge Uninsured Driy- 
ers Responsibility Law Adm. Expense 


The Association of Casualty & Surety 
Companies at a membership meeting last 
Thursday approved two of three recom- 
mendations submitted by its special com- 
mittee on the New York compulsory 
situation, but turned down decisively the 
third recommendation which would have 
extended private passenger car insur- 
ance to cover in accidents for which an 


uninsured motorist might be legally 
liable. The approved recommendations 
were: 


1. That the association’s position favor- 
ing impoundment in New York State of 
cars involved in accidents be reaffirmed, 

2. That a procedure be devised to re- 
lieve the insured motorist of the burden 
of expense in administering the New 
York safety responsibility law. This 
would be accomplished by charging un- 
insured drivers a certain sum (when 
they apply for their car registration) as 
a penalty for not carrying insurance. 
The money accumulated would be placed 
in the General Fund. 

The rejected recommendation which 
was reportedly pushed by large Hart- 
ford companies, was put forth as an 
alternative to compulsory automobile 
insurance. The committee in its report 
to the association’s executive committee 
outlined it as follows: 

Extension of Coverage Plan 
insurance policy 
New York 
coverage to the 


liability 
cars in 


That the automobile 
private 
extended 
his spouse and family 


covering passenger 
State he 
named insured, 
resident in his 
and death in accidents for 
legally 


to provide 
members 
injuries 


household for personal 


which an uninsured 


motorist might be liable, regardless of 


whether 
cars, or pedestrians. 


insureds are passengers in 
Other persons injured while 


similarly 


operators, 


riding in the insured’s cars would be 
protected. 
applicable with respect 


caused 


The coverage would be 
to accidents within and outside the state 
non-resident. The 


$10,000/$20,000. Any 


by uninsured resident or 


Limits of liability would be 


amount payable to the insured would be deter- 


mined by agreement between the insured and 


insurer and upon failure to so agree to be 


determined by arbitration. The equivalent of 


subrogation rights would be prov:ded for. 

The plan also stipulated that all exist- 
ing auto liability policies covering pri- 
vate passenger cars principally garage 
in New York “be automatically extended 
as of a certain ili ite to include the pro- 
posed coverage.” It was estimated by the 
special committee that the cost of such 
additional coverage would be “relatively 
modest.” Therefore, no additional pre- 
mium was contemplated. 





William Zucker to Speak 
At New York Buyers Meet 


The New York Chapter, National In- 
surance Buyers Association will hear a 
discussion of the “Problems Involved in 
Workmen’s Compensation and What 
Employers Can Do to Help Develop a 


Setter Workmen’s Compensation Pro- 
gram” by Dr. William Zucker, director 
of studies, Commerce & Industry Asso- 


at their monthly 


ciation of New York, at 
November 18 at 


luncheon meeting on 
the Hotel Martinique. 
Dr. Zucker is well qualified with a 
background of knowledge and_ experi- 
ence to discuss his selected subject. 


C. & S. CHRISTMAS PARTY 

The 46th annual dinner and Christmas 
party of the Casualty & Surety Club ot 
New York will be held Thursday eve- 
ning, December 16, at Hotel Commodore, 
New York. Stephen Bedell, Maryland 
Casualty, is chairman of the entertain- 
ment committee. 
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Tuchbreiter Optimistic 
On Growth for 1954-64 


SEES PERIOD OF OPPORTUNITY 


Continental Companies’ President Gives 
Reasons Why in New Book, “Growth 
Through Leadership” 


Roy Tuchbreiter, president of the 
Continental Companies, Chicago, is re- 
ceiving congratulations from many 
friends on the prestige-building book, 
“Growth Through Leadership,’ which 
was given wide circulation over the past 
several weeks and which tells a dramatic 
story of his companies’ progress over 
the past 50 years and its ambitious plans 
for the future, 

Mr. Tuchbreiter makes the optimistic 
prediction in this book that the Conti- 
nental Companies “expect to grow more 
in the next ten vears than we did in 
the past 50 years.” Proud of his organi- 
zation, he says that “what we achieve 
in the years ahead will be the result of 
the collective efforts of home office and 
field representatives working together 
as a team.” 

Looking ahead to a widening need 
for more and improved forms of in- 
surance protection for industry, business 
and the individual, Mr. Tuchbreiter 
points to reasons for these expanded 
needs as follows: 


New Products and New Industries 


‘Business’ and industry already have 
clearly demonstrated that the various 
forms of insurance protection play an 
indispensable part in the nation’s econ- 
omy. The steady stream of new prod- 
ucts from the nation’s laboratories and 
whole new industries based on those 
products open new opportunities for 
growth and progress. Entirely new in- 
dustries, such as the peacetime develop- 
ment of atomic energy, are on the hori- 
zon, 

“Each of these new products and in- 
dustries is creating a demand for still 
more new and improved products, thus 
setting off a chain reaction for further 
growth and progress. As new conditions 
and new needs arise, a widening need 
for more and improved forms of protec- 
tion for industry, business and the in- 
dividual is apparent and will continue 
to be apparent over the years to come. 

“Continental faces this period of un- 
auestioned opportunity with a record 
that speaks even more strongly for the 
future than in the past. ... We urge 
that you join in ‘thinking big’ about 
that future and to learn for yourself, as 
others have, how will it pays to be dif- 
ferent.” 


Kemper Celebration 


(Continued from Page 30) 


of Philip Rinn Co.; W. E. Robb, Jr. 
of Boston, partner in Hemphill, Noyes 
& Co.; T. L. Ruffin of Richmond, Va., 
president of Ruffin & Payne, Inc.; A. 
N. Williams of Denver, president of 
United States National Bank, and Frank 
F. Winans of New York, a director of 
American Manufacturers Mutual Insur- 
ance Co., a Kemper affiliate. 

Officers of Lumbermens who attended 
from other cities were G. M. Butters, 
resident vice president and manager of 
the Svracuse office; W. H. Heineke of 
New York, vice president and manager 
of the Eastern department; James T. 
Haviland of Philadelphia, senior vice 
president; E. G. Hitt of Atlanta, vice 
president in charge of the southeastern 
department; G. G. Levering, resident 
vice president in Philadelohia; J. E. 
Magnus, president of the Chicago agen- 
cv of James S. Kemper & Co.; and N. C. 
Flanagin, vice president; H. L. Kenni- 
cott, secretary; R. P. Palmer, advertis- 
ing manager; Chase M. Smith, general 
counsel, and M. B. Weber, vice presi- 
dent, all of Chicago. John A, Arnold, 
executive vice president and secretary of 
\merican Manufacturers, also attended 
irom Chicago. 


ISSUE ELECTRONICS REPORT 


Casualty Actuarial Society Publishes 


Survey on Development of Large Scale 
Devices; Predict Radical Changes 
The fire and casualty insurance busi- 

ness would seem on the threshold of 

radical changes due to development of 
large scale electronic devices according 
to a progress report on electronics pub- 
lished this week by the Casualty Actu- 
arial Society. 

The Society’s research committee, un- 


Dudley M. 
manager and 


der the 
Pruitt, 

actuary of the General Accident, con- 
cludes that use of electronic equipment 


chairmanship of 


assistant general 


appears certain (1) to speed up present 
accounting and_ statistical operations, 
(2) to mechanize present clerical opera- 
tions and (3) to perform forecasting and 
testing jobs not now practical. 

If electronic data processing becomes 
well established the committee foresees 
rate changes more closely timed to de- 
velopment of experience and more actu- 
arially accurate rates. Complete and 
prompt analysis of the business will gear 
the insurance product more closely to 
the public need and the public will be 
saved money in the process according to 
the report. 

There are three sections of the report 
embracing. (1) A survey of the ma- 
chines; (11) What companies should be 
doing now in preparation for ultimate 
electronic mechanization, and (III) The 
outlook. 

The report also contains a 39-page 
appendix in which some specific rating, 
coding and policy writing problems are 
analyzed as examples of the type of 
changes in the business which the com- 
mittee has predicted will arise from the 
development of electronic devices. 

Copies of the report are available 
through the office of the secretary- 
treasurer of the Casualty Actuarial 
Society, New York, at a cost of $2 each. 
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Underwriting Specialists 


FIDELITY and SURETY 
BONDS 


FOR UNUSUAL NEEDS 


EABOARD SURETY COMPAN 
75 MAIDEN LANE, NEW YORK 


Whitehall 3-7440 





parties—Phone WOrth 2-2514. 





EMIL'S FINE RESTAURANTS 
“New York Rendezvous for Insurance People” 


23 Park Row (Opp. Woolworth Bidg.) Talk business and enjoy meals in 
reasonable privacy. Luncheons moderately priced. Lobster Dinner—$2.75 
all day. Table d'hote from $1.60. Kitchen open to 9 P.M. Bar till midnight. 


Now is the time to make your reservations for special HOLIDAY 


213 Pearl Street (near Maiden Lane) Real Old Atmosphere—Phone 
Digby 4-2348. Open till 8 P.M. Monday thru Friday. 


Both Members of Trip Charge System. 








TIMELY PROGRAM IN WISCONSIN 


State Agents’ Assn. in Annual Session 
Addressed by J. F. White, J. M. Cahill, 
H. L. Mauritson, T. L. Mulcaby 
The recent 55th annual meeting of the 
Wisconsin Association of Insurance 
Agents, held at Hotel Schroeder, Mil- 
waukee, featured a discussion of the 
“Automobile Situation,” and the Home 
Owner’s Policy. In addition an unu- 
sually good talk was given by James 
F. White, advertising director, Mary- 
land Casualty, on “A New Perspective 

on Advertising and Selling.” 

In the automobile insurance discussion 
Barney Phalen, Versailles, O., spoke 
from the agent’s point of view and 
James M. Cahill, secretary, National 
3ureau of Casualty Underwriters, gave 
the company viewpoint. 

The panel on the home owner’s policy 
was moderated by George A. Timm of 
Kenosha, and participants were H. L. 
Mauritson, state agent of Fireman’s 
Fund; T. L. Mulcaby. state agent of 
National Fire, and Eli Shune, Wisconsin 
manager of the Home of New York. 


COLLISION RATES CUT 
New low collision insurance rates in 
Alabama were announced last week by 
State Farm Mutual Automobile, Bloom- 
ington, Illinois. Reductions range from 
27% to 15.8%, depending on type of 
collision coverage and territory. 











CONTRACTS 











Braddock Address 


(Continued from Page 30) 


be increased with recognition of infla- 
tion which had already occurred; (2) re 
insurance rates had to be geared to ex- 
posure in such a manner that changes 
would be reflected; (3) excess tables had 
to be increased to a more realistic level; 
(4) primary companies needed to recog- 
nize and report serious more 
promptly; (5) the reinsurer had to gain 
acceptance by the primary carrier as to 
the true loss picture on the account, 
taking into consideration lag, develop- 
ment and inflation, and (6) what was 
most important to the primary writers, 
this all added up to higher rates for 
reinsurance. In essence, the points were 
finally accepted. 

“The above program,” said Mr. Brad- 
dock, “was not so much sold but rather 
it was gradually endorsed by the pri- 
mary companies under the pressure of 
facts which made it incontrovertible. It 
is gratifying from the standpoint of a 
reinsurer to look hack to that period 
and recall how quickly under the cir- 
cumstances the primary carriers came to 
appreciate the problem being faced by 
the reinsurer. No solution would have 
been possible without the loyalty, sym- 
pathy, and cooperation of the primary 
companies.” 


cases 


Domestic Reinsurers Showed Profit 
in 1953 


He went on to point out that the 
calendar year 1953 was the first year 
since 1945 in which the domestic casu- 
alty reinsurance business showed an un- 
derwriting profit. He said that 1954, at 
this point, appears to be favorable also 
This is not an unreasonable time, in his 
opinion, to take a look backwards at the 
figures and see exactly what happened 
to the four largest domestic casualty re- 
insurance companies in the seven-year 
period from 1946 through 1952. 

“They all showed an underwriting loss 
in every one of those years,” he said. 
“Delving into the figures as to where the 
occurred, there was automobile 
liability and property damage premium 
of $176,082,000, on which there was an 
underwriting loss of $30,803,000. Other 
liability and other property damage vol- 
ume was $42,827,000 on which the under- 
writing loss was $9,903,000. Compensation 
premium was $40,771,000, on which the 
underwriting loss was $10,528,000 

“The total underwriting loss on these 
three lines for the seven years was 
$51,234,000. During the same period, the 
fidelity and surety lines and the miscel- 
laneous casualty lines were profitable, 
which reduced the net underwriting loss 
to $33,432,000 on premiums of $6l,- 
881,000. 

“In spite of this underwriting record,” 
Mr. Braddock emphasized, “the domes- 
tic casualty reinsurance companies had 
two factors working for them which 
contributed greatly to their financial sta- 
bility. There was a very favorable se- 
curities market from 1946 to 1952, and 
the companies were interested in fire 
reinsurance either to their own account 
or through subsidiary or affiliated com- 
panies and those lines were quite fa- 
vorable.” 


losses 


Now Pan-American F. & C. 

The Pan-American Casualty Co. of 
Houston, Tex., has changed its name to 
Pan-American Fire and Casualty Co, 
President is T. E. Gammage, Sr. 
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Annual Meeting, 


National Assn. of Independent Insurers in St. Louis 





NAIL Considers Highway Problem, 
Public Relations, Rate Regulations 


By Davin F. Barretr 


Hear Panel on “Unsatisfied Judgment Coverage”; 


Commis- 


sioner Garland A. Smith Discusses Texas Sitaarion: R.R. 
Snodgrass on President’s Highway Safety Congress 


The opening session of the tenth an- 
nual meeting of the National Associa- 
tion of Independent Insurers at St. 
Louis, October 25-27, was called to or- 
der by Charles M. Fish, vice president, 
Freeport Motor Casualty Co., as presi- 
dent of the association. The invocation 
was given by Reverend James Neal of 
Ladue Chapel, Ladue, Mo. Then came 
the addresses of welcome from Mayor 
Raymond R. Tucker of St. Louis, and 
former Mayor Aloys P. Kaufmann, now 
president of the St. Louis Chamber of 
Commerce. 

The response 
made on behalf of 
affiliated department, 
tistical Service, by 
president, Louisville Fire & Marine In- 
surance Co., Louisville, Ky. This was 
followed by the presidential address ot 


to these welcomes was 
the NAII, and its 
Independent Sta- 


Leslie Miller, 


Mr. Fish. After Mr. Fish’s report, New 
Hampshire Insurance Commissioner 
David Knowlton gave his talk on “The 
Trend Toward Federal Supervision.” 


Both the addresses of Mr. Fish and 
Commissioner Knowlton were published 
in last week’s edition of The Eastern 
Underwriter. 


Irresponsible Motorist Problem 


The closing feature on the first morn- 
ing’s session was a talk on “The Irre- 
sponsible Motorist Problem—A_ Practi- 


Robert E. Early, ad- 


cal Solution,” by 
and general 


ministrative vice president, 
counsel, Farmers Insurance Group, 
Angeles, Calif. The “emp for solution 
as ern Re by Mr. Early included three 
major factors: 1—a provision for unsat- 
ished judgment coverage; 2—a_ special 
fund for the protection of the innocent 
victims of the actions of irresponsible 
motorists, and 3—impounding of the au- 
tomobiles of irresponsible motorists un- 
der certain circumstances. 


Los 


Mr. Early expressed the belief that 
this plan, which is being considered by 
a group of California companies, could 
be integr a into the automobile insur- 


ance business without too much trouble 
and should not disturb the industry 
whatsoever. He stressed also that finan- 
cial responsibility laws, as such, will not 
completely solve the major problems of 
the automobile insurance business be- 
cause real responsibility for the present 


day highway hazards and resultant high 
insurance rates rests with the irrespon- 
sible oe 


He also brought out in the course of 
his talk that he is strongly opposed to 
any solution of present day problems 
that will place more power in the hands 
of the State or any of its components, 
such as supervisory officials. 

Another talk that attracted much at- 
tention was the noonday luncheon ad- 
dress on “Our Foreign Policy,” by 
Thomas C. Hennings, Jr., of St, Louis, 
United States Senator from Missouri. 
Coming as it did just one week before 
the eve of a most important national 
election, Senator Hennings’ talk had a 
minimum of partisan political flavor. He 
stressed that he had no desire to inject 
politics into the discussion and praised 
the patriotism of Republicans and Dem- 
ocrats alike. Senator Hennings is a 
Democrat. 

Following the luncheon at which Sena- 
tor Hennings spoke, there was an after- 
noon general session that opened about 
2:30 o'clock with a talk on “WIIS— 
A New Idea in Public Relations,” by 


Albert H. Wood, director of public rela- 
tions, Western Insurance Information 
Service, Los Angeles. Mr. Wood’s talk 
was highlighted in last week’s edition. 


“Unsatisfied Judgment Coverage” Panel 


The closing feature of the Monday 
afternoon program was a highly inter- 
esting panel discussion on “Unsatisfied 
Judgment Coverage.” 

Walter Dressel, executive vice presi- 
dent, Motorists Mutual Insurance Co., 
Columbus, Ohio, opened the panel by a 
presentation on the general theme: 
“Automobile Unsatisfied Judgment Cov- 
erage—Its Puropse, What It Covers, 
How It Operates—Its Advantages and 
Disadvantages.” 

Mr. Dressel in outlining 
that the panel would follow, 
various phases of unsatisfied 
coverage. He emphasized: “We 
think in terms of public relations. What 
the public wants and needs it will ob- 
tain in some way, including insurance 
and if not from the private companies 
in the insurance industry than by some 
Government agency.” He said that there 
is a demand from the public that the 
industry fill the void in protection re- 
sulting from the segment of motorists 
that are not insured, from 5% to 25% 
depending on the particular state. He 
stressed that compulsory insurance is 
not the answer to the problems created 
by the irresponsible and uninsured mo- 
torist. Mr. Dressel also brought out that 
an increasing number of policyholders 
are availing themselves of this new type 
of protection. 

Clyde Cecil, manager, Colorado Farm 
Mutual Casualty Co., Denver, Colo.; was 
the first panelist to speak in favor of 
unsatisfied judgment coverage. He 
opened his remarks by stating that he 
is not a crusader for the coverage but 
welcomed the opportunity to refer to 
some of the basic principles that must 
be observed in writing it. 

He said that his company has been 
writing it for about two years and feels 
that it has not arrived at a perfected 
endorsement. He added that it follows 
the Motorists Mutual endorsement very 
closely with the exception of two major 
points. . 





the course 
brought up 
judgment 
must 


Paul R. Erickson, general counsel, 
Detroit Automobile Inter-Insurance Ex- 
change, Detroit, Mich., the next panelist 
called upon, was classified as opposed 


to it because he had recently voiced sev- 
eral objections to the coverage. 


Serious Problems Invited 


He said that he is opposed to the un- 
satisfied judgment coverage because 
there are very serious problems that the 
industry is inviting by using such cov- 
erage. He emphasized that there is not 
sufficient claim experience to draw final 
favorable decisions in favor of it. 

Major objections he raised were: 1—It 
places the cost of such protection on 
the already insured motorist since it 
can’t be provided “for free”; 2—it will 
give impetus to the drive for compul- 
sory coverage especially on the long 
haul basis, especially if the policy of 
the company is to defend against the ef- 
forts of the insured to collect under the 
provisions of the coverage; 3—most peo- 
ple already believe we have compulsory 
insurance but they will become active 
proponents for that program if they find 
they are compelled to insure themselves 


against unsatisfied judgments; 4—the 
coverage places the insurance company 
on both sides of a lawsuit; 5—it pro- 
vides a great opportunity for collusion 
and accentuates the trend to scheduled 
payments for certain types of injuries 
such as prevails under workmen’s com- 
pensation. This is a rather serious mat- 
ter, he said. 

He expressed the belief that the im- 
pounding of automobiles would drive 
most of the uninsured to carrying insur- 
ance protection. 

K. M. Hough, vice president, Anchor 
Casualty Co., St. Paul, Minn., was the 
final panelist to speak in favor of the 
coverage. He said that his company 
has been writing unsatisfied judgment 
protection for some time, but it did not 
include property damage under its en- 
dorsement because that protection was 
available under collision coverage. 

The maximum it writes is the in- 
sured’s medical costs plus loss of wages 
for a period of one year but not to 
exceed $5,000/$10,000. For a person with- 
out a fixed wage, such as housewives, 
the maximum is $25 a week or a maxi- 
mum of $1,300 for the year. He con- 
tended that the potential gains to the 
industry through such coverage more 
than offset any possible problems that 
may arise through it. He said he could 
see some dangers such as might arise 
through double insurance, that could re- 
sult in the loss of one if not both of 
the insureds as future policyholders, and 
also that counter claims may arise under 
the plan. 


Careful Claim Checking 


“We are well aware of the need for 
careful claim checking under this cover- 
age,” he said, adding, however: “We 
feel that it is a step in the fiat direc- 
tion that had to be made.” 

He said that his company has had 
little or no demand for the protection 
because its agents apparently are not 
suthciently sold on it. On the other 
hand the mutuals, with a better control 
of their selling forces, have been more 
successful in getting the idea across to 
the insuring public. 

V 


A. Brooks, vice president, Ore- 
gon Automobile Insurance Co., Port- 
land, Oregon, was then called upon by 
Mr. Dressel to sum up the conclusions 


of the panelists. He emphasized that 
he dreaded telling his wife that she was 
worth only $25 a month. He then 
touched on the situation in Oregon 


where last year a bill to create a special 
state fund to reimburse victims of un- 
satisfied judgments through a state fund 
to be financed through adding 50 cents 
to the auto license fee lost by the nar- 


rowest of margins—only one vote in 
committee. 

He said that the industry had told 
the legislature it would do something 


about the problem and that the dead- 
line for action is January 1, 1955. “I be- 
lieve we will have a fund contributed to 
by the companies and under the control 
of the companies,” he marge He said 
that at their state meeting last June the 
insurance agents of the state passed a 
resolution that if the companies don’t 
take action the agents will do it for 
them. The alternative, of course, is the 
state plan which would put Oregon in 
the insurance business. 

The general session of the second 
day of the NAII meeting opened with 
a group of talks on rate regulation. 

“Rate Making vs. Rate Regulation,” 
was presented by Bernard R. Stone, 
former Director of Insurance for Ne- 
braska and now practicing law in as- 
sociation with law firm of Matthews, 
Kelley, Fitzgerald & Delehant, Omaha 
and Nebraska. 

Then followed a talk on “Flexibility in 
Rating Laws—a Necessity for Agent to 
Serve Public,” by John J. O’Toole, vice 
president and secretary, F. D. Hirsch- 
berg & Co., Inc., St. Louis, Mo., chair- 
man of the Fire Safety & Civil Defense 
Committee, National Association of In- 
surance Agents. 

The forum closed with an address on 


L. H. Grinstead Elected 
New NAII President 


PRESIDENT OF BEACON MUTUAL 


Currently Heads Ohio Federation; Good- 
win, Hays, Cage, Howard, McKee, 
Green Among Officers Elected 


At the closing session of the NAII 
annual meeting, L. H. Grinstead of the 
Beacon Mutual Indemnity Co. of Co- 
lumbus, Ohio, was elected president for 
the coming year. Mr. Grinstead is presi- 
dent of Beacon Mutual Indemnity and 
has served on the NAII’s board of goy- 
ernors for several years. 

He has also served as president of the 
Ohio Bureau of Casualty Insurers in 
1948 and 1949. He is a member of and 
has served on many committees of the 
National Association of Mutual Insur- 
ance companies. Mr. Grinstead has 
been on the board of governors of the 
Insurance Federation of Ohio since 1952 
and since May, 1954, has served as presi- 
dent of the Ohio Federation. 


Research and Marketing Specialist 


Prior to his association with the Bea- 
con Mutual Indemnity in 1936, Mr. 
Grinstead was a specialist in research 
and marketing work in many industrial 
fields. He was professor of commerce 
and marketing at the University of Chi- 
cago from 1923-1925 and professor of 
marketing at Ohio State University 
from 1925-1931. 

He is the author of publications, pri- 
marily in the department store field, and 
one of the significant programs he pro- 
posed was adopted by the National Re- 
tail Dry Goods Association. 

Other NAII officers elected 
coming year are: 

Vice presidents—Leo Goodwin, presi- 
dent, Government Employes Insurance 
Co., W ashington, D. C.; Walter L. Hays, 
president, American Fire & Casualty 
Co., Orlando, Fla.; BenJack Cage, presi- 
dent, Insurance Co. of Texas, Dallas, 
Texas; W. E. Howard, general mana- 
ger; Kentucky Farm Bureau Mutual Ins. 
Co., Louisville, Ky.; Robert J. McKee, 
secretary -treasurer, Central National In- 
surance Co., Omaha, Neb.; David Green, 
president, Atlantic Casualty Insurance 
Co., Newark, N. J.; John J. Nangle, 
president, Utilities Insurance Co., St. 
Louis, Mo.; Russell R. Wilson, presi- 
dent, Casualty Underwriters, Inc., ot, 
Paul, Minn.; Robert G. Jamieson, gen- 
eral manager, Detroit Automobile [nter- 
Insurance Exchange, Detroit, Mich.; 
Carl M. Russell, president, Meridian 
mpage! Insurance Co., Indianapolis, 
Ind. ; Grant Whitney, vice president, 
Belk Saas Insurance Reciprocal, Char- 
lotte, N. C. 

Secretary—W. A. Brooks, vice presi- 
dent, Oregon Automobile Insurance Co., 
Portland, Ore. Treasurer — Berthold 
Woodhams, president, Citizens Mutual 
Auto Insurance Co., Howell, Mich. As- 
sistant secretary-treasurer—Vestal Lem- 
mon, general manager, NAII, Chicago, 


for the 


Elected to the board of 
were the following: P. N. 
secretary, General Casualty Co. of Wis- 
consin, “Madison, Wis.; Preston Estep, 
president, Transit Casualty Co., St. 
Louis, Mo.; William E. Bowser, assis- 
tant U. S. manager, Zurich General Ac- 
cident & Liability Insurance Co., Ltd., 

Leftwich, vice presi- 


Chicago, Ill.; C. W. 

dent, Farm "Bure au Mutual Automobile 
Insurance Co., Columbus, Ohio; William 
C. Searl, secretary, Auto- Owners Insur- 
ance Co., Lansing, Mich.; Colonel C. E 
Cheever,  secretary-treasurer, United 


governors 
Snodgrass, 





Services Automobile Association, San 
Antonio, Texas. 
“Rate Regulation—the Buyer’s Inter- 


est,” by Eugene Dougherty, insurance 
manager, Anheuser-Busch, Inc., St. 
Louis, Mo. 

Vestal Lemmon, general manager, 


(Continued on Page 36) 
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Mertz Warns of Future 
Legislative Battles 


COULD PRODUCE VITAL EFFECT 


NAII Attorney Addresses Recent Meet- 
ing; Urges Timely, Constructive 
and Concerted Action 


Warning that in two months hence the 
starting guns will crack on legislative 
sessions in a total of 44 states and sev- 
eral Peak iadg Arthur C. Mertz, attor- 
ney for the National Association of In- 
dependent Insurers, took note of the 
fact that the cron of new laws that will 
be harvested in those sessions could af- 
fect the industry vitally. In an address 
before the association’s tenth annual 
meeting, October 25-27, at St. Louis, he 
said that the coming sessions could: 
seriously damage loss and expense ra- 
tios; turn back the clock on progress 
and hand un a “no admittance” sign on 
new ideas and methods; deal one type 
of comnany a competitive body blow and 
give the nod to others; oust private en- 
terprise completelv from a line of insur- 
ance and toss the ball to the Govern- 
ment bureaus. 

\ll insurance peonle are aware of 
these possibilities, said Mr. Mertz. How- 
ever, he added: “Not all see eve to eye 
on the practical question of what to do 
about them.” 


Isolation Is Impossible 

The speaker warned that legislative 
winds shift quickly. “A company ‘mind- 
ing its business’ in its own back yard,” 
he emphasized. “can’t insulate itself 
against havine its vineyard fertilized or 
contaminated bv a growth taking root 
2,000 miles away. Nor can it by itself be 
influential in shaping the course of that 
growth.” 

Pointing out the value of nationwide 
representation, Mr. Mertz went on to 
speak of NAII’s objectives, operations, 
and its future responsibilities in the leg- 
islative field. He continued: “Our basic 
objectives as they pertain to legislation 
are well stated in the by-laws: 

“To preserve reasonable competition 

and thereby to encourage and safeguard 
initiative, enterprise, improvement and 
development in the insurance industry 
under such reasonable governmental 
regulation as is essential for the protec- 
tion of the public; 
“To favor legislation which is con- 
sistent with such objects and purposes 
and to oppose legislation which violates 
them: 
_ “Generally, to protect and further the 
interests of the insuring public and in- 
dependent companies in every proper 
Way.” 

In regard to NAITI activities, the 
speaker said that on an informational 
level, the association endeavors to help 
keep its members well informed. “But,” 
he added, “the legislative task calls for 
more than just dissemination of infor- 
mation. It calls for action. It calls for 
intelligent action. This entails, among 
other things, ‘selectivity.’ 


Timely, Constructive, Concerted Action 
“It calls for timely, constructive and 
concerted action,” he continued. Mr. 
Mertz emphasized that the legislative 
task cannot be done solely by one NATI 
member company, nor by a handful of 
companies, nor by the staff. It requires, 
he said, the active cooperation of all the 
membership. 
“Last March,” he continued, “the 
United States House of Representatives 
passed HR 8300, the Internal Revenue 
Code of 1954, and sent it on to the Sen- 
ate. Buried in the 875- page omnibus bill 
Was a ‘sleeper’—a provision that would 
have stripped insurance company share- 
holders of certain valuable tax credits 
they had always enjoyed, and would fur- 
ther have denied them other benefits 
being newly granted to stockholders of 
other business corporations. 

“Before the ink had dried on the bill 
one of our member companies in Wash- 
ington, D. C., spotted these discrimina- 
tory features "and, realizing their sweep- 
ing implications, alerted the association. 


(Continued on Page 34) 
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Dougherty Says Buyers 
Oppose Rigid Regulation 


ADDRESSES NAII MEETING 


Discusses Two Schools of Thought on 
Rate Control; Warns Against 
Monopolistic Ideology 


Speaking on the subject of rate regu- 
lation, Eugene Dougherty, insurance 
manager, Anheuser-Busch, Inc., dis- 
cussed the two schools of thought in 
this matter. In his address before the 
tenth annual meeting of the National 
Association of Independent Insurers 
held at St. Louis, October 25-27, Mr. 
Dougherty said that one group includes 
some Insurance Commissioners, a few 
mutual companies and a number of lead- 
ing stock insurance companies, who feel 
that rigid controls over-rating and un- 
derwriting practices must be established 
in order to insure the financial stability 
of the companies and to discourage agi- 
tation for Federal regulation. 

The other group, he continued, like- 
wise comprised of a few Insurance Com- 
missioners, but in most part by small in- 
dependent stock, mutual and reciprocal 
companies, feel that the establishment 
of rigid controls are inimical to the in- 
dustry and to the interests of the insur- 
ance buying public. 


Philosophy of NAII 


“The philosophy of this group,” con- 
tinued Mr. Dougherty, “is best ex- 
pressed in a pamphlet of the NAITI 
which in the frontispiece states the ob- 
jective of the organization in the fol- 
lowing words: ‘to preserve reasonable 
competition and thereby to encourage 
and safeguard initiative, enterprise, im- 
provement and development in the in- 
surance industry under such reasonable 
Governmental regulation as is essential 
for the protection of the public.’ Casual 
observation would lead one to conclude 
that there is no unanimity of opinion 
on the subject among Insurance Com- 
missioners and that in the industry — 
the large and financially strong com- 
panies favor rigid controls wile the 
smaller companies oppose such control.” 

He pointed out that the ideology of 
the proponents of rigid controls, if car- 
ried to extreme, would impose upon the 
insurance industry the most flagrant 
monopolistic trust in the annals of 
American business experience. “What 
would be prohibitive under Federal 
statutes,” he said, “would be sanctioned 
and made a ‘fait accompli’ under the 
protective umbrella of state regulation 
Let us have a look at the procedures 
that would lead to the accomplishment 
of this result. 

“First and foremost would be the 
recognition of rating bureaus as the sole 
authority in the promulgation of rates 
These bureaus would either be operated 
as an adjunct of state government, as 
they are now in a limited number of 
states on some lines of insurance, or 
they would be operated by member com- 
panies subject to rigid control by state 
authorities. 

Monopolistic Practices 

“Secondly there would be uniformity 
established in the drafting of policy 
forms, classification of risks, rating for- 
mula and general accounting methods. 
These measures, if adopted, would no 
doubt lead to financial stability, but 
gentlemen, if the time ever comes when 
the laws of this land would permit such 
monopolistic practices, our system of 
free enterprise will have become a 
mockery and the business of insurance 
prostituted for the sake of the almighty 
dollar.” 

Further along in his talk, Mr. Dough- 
erty declared that the buyers of insur- 
ance are slow in getting organized effec- 
tively, but they have made a start. Here 
in Missouri, he said, through the Asso- 
ciated Industries of Missouri, they have 
expressed themselves on many an occa- 
sion in reference affecting policyholders 
in this state. Within the last couple of 
years, he added, the buyers have formed 

(Continued on Page 37) 
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A. C. Mertz Address 


(Continued from Page 33) 


Together with other industry groups our 
association filed a protest and appeared 
before the Senate Finance Committee. 
Fortunately, the benefits were restored 
to insurance company shareholders in 
the Code as enacted.” 

In speaking of future responsibilities, 


Mr. Mertz declared that judging from 
the past, approximately 70,000 measures 


of general public interest will be intro- 
duced in 44 states in 1955. Out of these, 
he said, about one in ten will concern 
the insurance field. “When the smoke 
finally clears,” he said, “roughly a sixth 
or upwards of a thousand of these meas- 
ures will have survived the committee 
room, the assembly floor, and the Gov- 
ernor’s veto, to become law.” 

He went on to point out that recent 
trends foretell that in the flood of insur- 


ance bills exnected there will be many 
of vital sienificance to NAII member 
ship. He mentioned the following 


trends: 
Recent Trends 


“First, we can expect a rash of 
posals designed to enhance the claim- 
ant’s nosition in liability cases. 

“One type of measure is aimed at 
weakening or destroying the rule, still 
in force in 43 states, whereby contribu- 
tory negligence on nlaintiff’s part is a 
complete defense. Our association be 
lieves that this time-tested common-law 
principle is an important disciplinary 
fabric of our society. It imposes on each 
respon- 


pro- 


person a reasonable degree of 
sibility for his own careless acts. 

“But in the past few years,” he added, 
“more and more have been be- 
seiged with proposals to substitute the 
so-called comparative negligence 
trine. Under this rule plaintiff’s negli- 
gence does not necessarily bar recovery, 
or at least not if he is less at fault than 
defendant; instead it merely diminishes 
the amount of damages recoverable. 

“In 1949, such bills were introduced 
in seven states; in 1951, in 16 states; and 
in 1953 in 20 states. 

“This alarming trend is no mere 
cident,” he continued. “Nor is it attribu- 
table to an upsurge in public demand. 
We find it parallels significantly the 
political growth of certain plaintiff's law- 
ver groups, and notably NACCA, or the 
Nafional Association of Claimants’ Com- 
pensation Attorneys. Svmbolic of their 
stand on this issue is the caption of a 
talk by one of the speakers on their 
annual meeting program last year; en- 
titled: “Comparative Necligence on the 
March.” 

“Comparative negligence is on _ the 
march. In each of the years mentioned 
these bills have failed, but each year the 
battle has grown more determined.” 

He went on to say that: “In the auto- 
mobile field, the battle lines will un- 
doubtedly be drawn again next year 
over compulsory insurance and unsatis- 
fied judgment fund bills. Well over half 
the 1953 legislatures and nearly two- 
thirds of the 1954 legislatures considered 
pronosals of this type. 

“In the regulatory field,” he continued, 
“straws in the wind foretell fresh at- 
temnts in manv states to destrov com- 
petitive rating laws and substitute man- 
datory uniform rates. 


States 


doc- 


ac- 


Demands Are Equally Great 
“This samnline of the levislative pic- 
ture has reflected only the defensive 
activities in prospect. On the affirmative 


side of the ledger the demands are 
equally great. Existing rating laws in 
some states need improvement. Traffic 


laws and safetv responsibilitv statutes 
are bv no means perfect. Projected pro- 
posals for stren~thening the Texas in- 
surance laws, for revising the Michiean 
code, and for enacting a multiple line 
underwriting law in Ohio merit our co- 
operation and sunort 

“As we face these pressing responsi- 
bilities,” concluded Mr. Mertz, “we 
should remember above all that our ac- 
trons must ever lie in the direction of 
the ultimate nublic interest, and not 
away from it. 





Free Car Ins. in Sweden 

Automobile insurance writers will be 
interested and, no doubt, somewhat 
amazed at the news announcement from 
Stockholm, Sweden, that all buyers of 
the Volvo automobile will get free in- 
surance for five years. As reported by 
the Associated Press, this company will 
pay—within certain limits—for all dam- 
age in excess of 200 kronor ($40). The 
guaranty does not cover guilty parties 


in traffic accidents. 


3.4% Over-all Reduction in 


° . 
Comp. Rates for Missouri 
C. Lawrence Leggett, Missouri Super- 
intendent of Insurance, has approved an 
over-all average reduction of 3.4% in 
workmen’s compensation rates for Mis- 
souri, effective November 1. His deci- 
sion was reached following a_ public 
hearing held recently on proposed new 
rates. 
A proposed 20% rate reduction for 
specific statutory disease coverage was 
disapproved as well as a proposed $50 


SEARL NEW CPCU PRESIDEN? 
The Buffalo Chapter of the Society of 
Chartered Property & Casualty Under- 
writers elected the following officers at 
a meeting in Buffalo, N. Y.: president, 
Hanford W. Searl; vice president, Allen 
Fischer; treasurer, Robert W. Zoller, 
and secretary, Robert P. Lentz. The new 
president succeeds Kenneth K. Klingen- 
meier. 





increase in the minimum premium ap- 
plicable to employes of farms. 
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Your best cancer insurance... 


“LIFETIME” POLICY...See your doctor 


every year for a thorough check-up, no matter how 


well you may feel. 


“DAY-TO-DAY” POLICY...See your doctor 
immediately at the first sign of any one of the 
seven danger signals that may mean cancer (1) 
Any sore that does not heal (2) A lump or thickening 
in the breast or elsewhere (3) Unusual bleeding or 
discharge (4) Any change in a wart or a mole 





(5) Persistent indigestion or difficulty in swallow- 
ing (6) Persistent hoarseness or cough, and (*) Any 


change in normal bowel habits. 


For more information, call the American Cancer 
Society office nearest you or write to “Cancer” 
in care of your local Post Office. 


Many cancers can be cured, but only if properly 
treated before they have begun to spread or 
“colonize” in other parts of the body. 
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Grahame Warns of Nationalization 


Trend, Cites British Social System 


I: his recent address before the 12th 

anniial meeting in Chicago of the Insur- 
ance Economics Society, its newly- 
elected president, Orville F. Grahame, 
yice president and general counsel of the 
Paul Revere Life and the Massachusetts 
Protective Assn., reminded those present 
tha: the 1954 legislative year has been 
a sad one in Washington for “many of 
s who deemed ourselves to be friends 
of the administration.” He pointed out 
that the expansion of Social Security by 
a new benefit formula and the new wage 
base from $3,600 to $4,200, the disability 
freeze, the Federal health reinsurance 
proposal, the limitation of tax exemption 
to $100 weekly on employer accident and 
sickness plans, the denial of tax credit 
for life company dividends, the several 
Congressional committee investigations 
and the activities of the Federal Trade 
Commission, “all indicated that that in- 
surance was one business area where 
Washington seemed most unsympa- 
thetic.” His address was entitled, “Pag- 
ing Mr. Beveridge.” 

The principle of moderation in social 
insurance has been seriously challenged, 
Mr. Grahame declared. “The traditional 
fields of regulation, supervision and of 
taxation are giving way to a_possible 
nationalization of insurance. Unfortu- 
nately, both major political parties seem 
to be committed to the same principle.” 


Cites Life Institute’s Figures 


As to whether private insurance has 
prospered under Social Security, the 
speaker cited figures prepared by the 
Institute of Life Insurance which show 
that total life insurance in force from 
1937 to 1953 increased 182%, but the 
national income increased 314%, all of 
this in a period when the value of the 
dollar has been just about cut in half. 
“It is a sad age sect on our situa- 
tion,” said Mr. Grahame, “if we must 
depend on inflation for adherence to the 
basic floor of protection concept of So- 
cial Security.” 

The speaker then pointed out that in 
talking with insurance men at several 
head offices on a recent visit to Great 
Britain and with personnel in several 
agency offices there, he did not find 
any concern about the British govern- 
ment unduly expanding social insurance. 
“It seemed to be the opinion that the 
government had adhered to the spirit of 
the purposes of the Beveridge Report 
as regards benefits. The Beveridge Re- 
port reads: ‘The rates of benefit or pen- 
sion provided by social insurance should 
be such as to secure for all normal cases 
an income adequate for subsistence, on 
the assumptions: (a) that assistance will 
be available to meet abnormal subsis- 
tence needs; (b) that voluntary insur- 
ance and saving to provide for standards 
of life above subsistence minimum will 
be encouraged and made easy. 

“The services of an economist,” said 
Mr. Grahame, “are needed to translate 
3ritish values into terms of American 
values. Wages in Britain are low, but 
so is the price of goods and services, 
and a penny is still money.’ 

He continued: “The retirement pen- 
sion from the schedule given me in 
Edinburgh for a man or woman insured 
in his or her own right, was 32 shillings 
and sixpence. A shilling is worth slight- 
ly less than 14%4 cents which would 
make this amount approximately $4.70 a 
week. A married woman would receive 
in right of her husband’s insurance 21 
shillings and sixpence, or approximately 
$3.10 a week. The two together would 
arp $7.80 weekly or $33.80 monthly. 

“Under our recently revised Social Se- 
curity law, a husband and wife might 
qualify for $162.50 if the husband aver- 
aged $350 per month in pay. Under 
tf ge circumstances, Social Security is 
said to have a value "equal to $30,000 or 


$40,000 of life insurance. This would 
seem well above the British concept. 


Britishers Think Their Program 
Is Sound 


“In view of the British adherence to 
the principle of moderation in their so- 
cial insurance program and in view of 
their belief that assistance will be avail- 
able to meet abnormal subsistence needs, 
and that voluntary insurance and saving 
should be encouraged, it is to be expected 
that insurance people in Britain think 
that their social security program is 
sound and even a good thing for in- 
surance. The British have a genius for 
service and in playing the parts they 
are called upon to play. 

“It seems that those who believed 
in social insurance also believed in keep- 
ing it on a subsistence level. Undoubt- 
edly there is some pressure for change 
and the Conservative conference pro- 
posed recently that a person be _ per- 
mitted to earn four or five pounds a week 
instead of the two pound limit without 
affecting old age pensions. A pound is 
worth $2.85 so you can see the area 
in which they were thinking. 

“The Labour Party, of course, would 
like to carry out some further reform, 
and propose abolishing hospital pay- 
beds. There are only 5,726 such beds 
out of 505,946 in the whole of England 
and Wales. This has been criticized as 
lowering the standards of consultant 
practice as it would discourage the 
ablest and most originally-minded men. 

Mr. Grahame cited the fact that the 
British, before the Beveridge Plan, had 
no large amounts of hospital, medical 
and surgical insurance and apparently 
did not have the Blue Cross or Blue 
Shield. Also, he said, they did not have 
any large amount of bing of time insur- 
ance. Consequently, the Beveridge Plan 
took away no insurance except disability 
insurance for industrial injuries. They 
continue to insure the dismemberment 


and health benefit from industrial acci- 
dents.” 


Deterioration of Medical Profession 


Turning to the question of the effect 
of the Beveridge Plan on the medical 
profession, the speaker declared that 
from his limited observation it prob- 
ably has brought about some deteriora- 
tion in the standards of the medical pro- 
fession. “I noticed letters by doctors 
in the newspapers, urging young men 
not to seek a career in the medical field. 
This would seem to indicate this has a 
limited appeal as a professional career. 
A doctor has become a civil servant,” 
he said. 

Getting back to “how our personal in- 
surance in the United States got itself 
into the Agar verging on nationaliza- 
tion,” Mr. Grahame cited a gyno 
story in a Vermont newspaper which 
carried an ad_ reading: We condhiard 
icegheasenad for sale—splendid bargain for 
family named Sweeney. 

“Have we in ‘building on Social Secur- 
ity,’ and lending ‘technical assistance,’ 
in ‘cooperating’ with government, in 
striving to ‘guide’ social trends, bought 
ourselves a secondhand tombstone?” he 
asked. “Have we tried too often to 
speak as Republicans or Democrats, or 
as social workers and failed to put forth 
the responsible viewpoint of a respon- 
sible business? Have we accepted the 
theory that socialization is inevitable? 

“The plain fact is that the Washing- 
ton handout has become the principal 
instrument of political power and our 
political philosophy has apparently be- 
come so poverty stricken we can only 
dwell upon Treasury disbursements. It 
is unforunate that politicians and even 
industrialists, while believing that the 
steel, shipping, liquor, petroleum and 
publishing businesses, etc., should still be 
private enterprises, come so e: asily to the 
conclusion that insurance is an area for 
active political and social meddling. 

“Sir William Beveridge is reported by 
the Associated Press as saying ~~ our 
plan is more comprehensive than his. It 
is a strange turn of events that our tac- 
tics of defense on retirement benefits 
must now be to fight to hold the 

3everidge line. This line contemplates 
social insurance as a subsistence benefit, 





R. E. Shaw Addresses Aetna 
C. & S. Sales Course Dinner 


Robert E. Shaw, head of the Simsbury 
Insurance Agency, representatives of the 
Aetna Casualty & Surety Co. at Sims- 
bury, Conn., was guest speaker at the 
recent graduation dinner at the Hartford 
Canoe Club concluding the 144th session 
of the Aetna Casualty & Surety sales 
course. 

Mr. Shaw, who was invited to address 
the graduates because of his outstanding 
record since graduating from the course 
four years ago, stressed the importance 
to agents of Aetna’s service facilities and 
the company’s reputation for integrity 
With Aetna policyholders, he told the 
graduates, “you'll never have any cause 
for embarrasment.” 

The 144th class was led by Donald 
J. Weber of Robinson, Ill. Other blue 
ribbon winners for high scholastic stand 
ing were John A. Kohler of Minneapolis, 
Minn., Daniel J. Nalven of New York, 
Daniel J. Kelly of Chicago, Statford C 
Cleveland of Rochester, N. Y., and John 
W. Kane of Watsonville, Calif. Gold 
ribbons for demonstrating outstanding 
skill in soliciting techniques were 
awarded to Glenn R. Torrence of Corpus 
Christi, Tex., Richard W. Hutson of 
Charleston, S. C., and Kenneth C. Rogers 
of Richmond, Va. 


TRANSFER S. M. PIERCE 

M. Pierce, who has been an agent 
with the Albuquerque agency of Amer 
ican Hospital and Life of San eR 
has been transferred to Roswell, 
as branch manager. 





and carries the assumption that assis- 
tance to meet abnormal 
needs will come from other sources and 
that voluntary insurance and saving will 
be encouraged and made easy in order 
to provide for standards of life above 
the subsistence minimum.” 


subsistence 
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NAL Meeting 


(Continued from Page 32) 


National Association Independent Insur- 
ers, next presented his “Manager’s Re- 
port.” This report appears elsewhere in 
this edition. 

Smith on Texas Situation 

next talk proved 
interesting of the entire meeting. 
It was “Facts About the Texas Situa- 
tion,” by Garland A. Smith, Life Insur- 
ance Commissioner and chairman of the 
Commis- 


one of the 


The 


most 


Texas Board of Insurance 
sioners, Austin, 
an answer to the attacks and criticisms 
on Texas insurance companies and the 
over-all supervision of the insurance 
business in the Lone Star State. 

In opening his address, Commissioner 


Texas, and constituted 


Smith said that the attacks and criti- 
cisms of the past year have been con- 
siderable and the provocation for this 


is complex. 

“Likewise, the methods of attack,” he 
continued, “the purposes of the criti- 
cism, the consequences of the whole af- 
fair are matters of uncommon concern 
to all persons engaged in the insurance 
business in the United States.” He then 
proceeded to give facts about this Texas 
situation. 

“From the national viewpoint, there is 
one widespread misconception about the 
Texas insurance industry; the conclu- 
sion that the great number of Texas 
companies now in operation is sympto- 
matic of weak laws, weak regulation and 
weak enforcement,” he added. “That 
concluusion is false. 

“There are good 
of the Texas industry. 
dustry rather than being 
ceptionally strong and sound. Our prob- 
lem in Texas, in reality, is how to deal 
with the consequences of success. We 


reasons for the size 
Overall, the in- 
weak is ex- 


must, like all states, strive to keep our 
laws, our regulation, and our enforce- 
ment up to date and to cope with an 


industry which in Texas and in the na- 
tion has tripled in size, importance and 
influence during the past decade. 


No Easy Task 


“As you can appreciate, this is no 
easy task. inaietens has grown so fast, 
so many complex, technical problems are 
arising within the industry itself each 
year, that public regulation is chal- 
lenged to icnen pace with its responsi- 
bilities. Happily, in Texas, responsible 
insurance executives are working dili- 
gently to help find durable solutions, 
and J] am confident that great new 
strength will be added to the Texas In- 
surance industry as a result.” 


He said that today 1,887 insurance 
companies—both in-state and _ out-of- 
state—are licensed to do business in 
Texas, far more than any other state. 


nearly one-half are mu- 
local mutual aid, and 
companies, somewhat 
and limited in opera- 
tion generally to Texas. Among the 
remaining companies, the legal reserve 
companies, Texas companies are out- 
numbered by out-of-state companies in 
a ratio of nearly three-to-one. Already 
insurance is the No. 2 industry in Texas, 
second only to petroleum, he said. 
Commissioner Smith declared emphati- 
cally that there is nothing wrong in 
Texas that is not wrong throughout the 
nation in the insurance field, adding: 
“Sections of our laws need modernizing. 
We need more and better paid regula- 
tory personnel. We need tighter exami- 
nations. We need some revised thinking 
about insurance problems. We are mak- 


Of this number, 
tual assessment, 
similar type 

unique to Texas 


ing progress in these matters.” 

He said that insurance failures in 
Texas have been less’ than one-hal® of 
1% of the companies licensed in the 
state. Since 1945, he pointed out 34 
Texas companies have been placed in 


receivership and of these 17 were county 
mutual fire companies, four were Llovds. 
four were mutual casualty companies. 
six were stock fire and casualty com- 
panies, one was a burial association, one 


was a reciprocal, and one was a life 
company which had no life policies in 
force. 

“The 


panies 


total claims of all these com- 
amounted to about $8,000,000,” 
he continued. “I might note that two 
failures— Preferred Accident in New 
York in 1951 and the Rhode Island In- 
surance Co. in Rhode Island in 1950— 
had assets of $54,000,000 when placed 
in receivership indicating that these 
companies had over four times as many 
liabilities as all 34 Texas companies.” 

He then brought out that no policy- 
holder has ever lost a dime in an old 
line legal reserve life Texas company. 

The next address was on “Let’s Not 
Be Too Independent,” by Robert B. 
Taylor, chairman, NAIC executive com- 
mittee and Commissioner of Oregon. 
His talk appeared in last week’s edition. 

At the noon luncheon the guest speak- 
er was Tom Collins. vice president, City 
National Bank of Kansas Citv. It was 
a humorous talk spiced with the philos- 
ophy of “Give So You Can Get.” 

At the luncheon, Charles M. Fish was 
given a beautiful token of the associa- 
tion’s appreciation of his work for it as 
president the past year. The gift was 
suitably engraved. 

A. substitution 
took place at the opening of 
the theme of which 
Something New in 


the sneakers 
atternoon 
was: 


Traffic 


among 


session. 

“There’s 

Safety.” 
R. R. Snodgrass Address 

Rear Admiral H. B. Miller, U.S. Navy, 
retired, director of the President’s Ac- 
tion Committee for Traffic Safety, Wash- 
ington, D.C. was to have spoken on 
“The President’s Highway Safety Con- 
ference Takes a New Look!” Instead, 
due to a conflict in dates, Robert R. 
Snodgrass of Atlanta, Ga., who has been 
active in the conference and a business 
and civic leader in his home city, spoke 
on the subject that had been assigned to 
Admiral Miller. 

He told of the modification of the ori- 
ginal plans, as designed by the previous 
conference, so as to secure the necessary 
public support, since the program was 
falling down and it was obvious that the 
reason was the manner in which public 
support was to have been obtained. 

Under the original plan the = state 
governor was established as the key fig- 
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ure in carrying out the complex, compre- 
hensive program. Under the new setup 
there are seven divisions—agriculture, 
with Charles B. Shuman as chairman; 
business, Harlow H. Curtice, chairman; 
labor, Raymond F. LaHanie, chairman; 
public officials, Governor Dan Thornton, 
Colorado, chairman; women, Mrs. Ray- 
mond R. Sayre, chairman; media of pub- 
lic information, Charles F. McCayhill, 
chairman, and civic organizations, such 
as service, fraternal, religious, veterans, 
etc., headed by the speaker, Mr. Snod- 
Rear Admiral Miller served as 
director. 

At the close of the conference, Presi- 
dent Eisenhower asked the seven chair- 
to serve as the Presi- 


grass. 


men to continue 
dent’s Action Committee for Traffic 
Safety. This committee’s purpose was 


two-fold, to provide continuity to the 
program that was launched in Washing- 
ton and second, to serve in an advisory 
capacity to the President on matters 
pertaining to traffic accident prevention. 

Following the conclusion of Mr. Snod- 
forum on 


grass’ address. there was a 
the theme “The Traffic Safety Equa- 
tion.” 


The subjects discussed and the speak- 
ers included: “The Highway,” Karl M. 
Richards, manager, field services depart- 
ment, Automobile Manufacturers Asso- 
ciation, Detroit, Mich.; “The Vehicle,” 
Howard K. Gandelot,, vehicle safety er- 
gineer, General Motors Technical Cen- 
ter, Detroit, Mich.; “The Driver,” John 
a: Cummings. director, transnortation 


research section, Automobile Manufac- 
turers Association. Detroit; “The Cryine 
Need in Traffic Sofetv!” Franklin M. 
Kreml. director. The Traffic Institute. 


Northwestern University, Evanston, TIl. 


American Universal Votes 


Cash and Stock Dividends 


The board of directors of American 
Universal Insurance Co., Providence, 
R. I., has declared the following divi- 
dends: 

Bee 
share, 


cash dividend of 50 cents el 
payable on next December 1, 
stockholders of record October 22. 

2. A stock dividend of 10%, being 
one dividend share for each ten shares 
owned by stockholders, payable on De- 
cember 1, to stockholders of record Oc- 
tober 22. No fractional shares will be 
issued. Stockholders entitled to frac- 
tional share will receive in lieu thereof 
a cash payment equal to $2.40 per one- 
tenth of a share. 


Insurance Post Donation 

Insurance Post No. 1081, American 
Legion, has presented to Beekman 
Downtown Hospital, New York, a check 
in the amount of $700 to establish a 
room for meditation and prayer for the 
families and friends of patients, appro- 
priate for all faiths and creeds. 

The room is to perpetuate the memory 
of the late Rev. Carl Podin, D.D., who, 
for many years, served the Insurance 
Post as chaplain. 

The check was presented to Mrs. Ruth 
Ricks by Past Commanders A. Kistner 
of the Yorkshire Insurance Co., F. Hacey 
of Aetna Casualty & Surety, and Fi- 
nance Officer C. Lohmuller of the Fire- 
men’s Fund on behalf of Commander 
James Conway, attorney. 








Fifty Years of Growing 


Fifty years ago, Marconi did something no man had done 
before . . . he sent messages through the air. 


Today radio and television—the fruits of Marconi’s 
genius—are an accepted part of our lives. 


It was 50 years ago that the National Casualty Company 
began. While we haven’t contributed to the public’s 
entertainment, we have contributed to the public’s protection 
with the finest in Accident & Health, Hospitalization 
and Surgical coverages for the Individual, Family, 
Franchise or True Group case. 


We are celebrating our Golden Anniversary by offering 
attractive agency opportunities in select territories. 
It’s to your advantage to investigate National’s 
portfolio of comprehensive coverages. 


NATIONAL CASUALTY COMPANY 


DETROIT 26, MICHIGAN 
Remember — It’s Easiest to Sell the Best! 
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George C. Foust, Jr. Points to Factors 


Bearing on Future of Major Medical 


The future of major medical expense 
insurance was discussed from a number 
of angles by George C. Foust, Jr., con- 
sultant of Towers, Perrin, Forster & 
Crosby, Philadelphia, at the recent 
eighth annual conference of the Council 
on Employe Benefit Plans at Hotel 
Commodore, New York. Mr. Foust ap- 
peared on an afternoon panel on A. & H. 
problems, the moderator of which was 
Charles E. Tosch, employe benefit plans 
consultant, Johnson & Higgins. 

Mr. Foust sized up major medical 
as “a healthy and rapidly growing 
youngster in the field of employe bene- 
fits,” and maintained that it is not only 
here to stay but that it has a great 
future. He brought out that the first 
important plan—that for General Elec- 
tric supervisors—was established early 
in 1949. Since that time over 900 em- 
ployers have adopted major medical 
plans and a much larger number is 
studying the subject. 


Analyzes Future of Major Medical 


Expressing his opinion on the future 
of major medical Mr. Foust said it will 
be characterized by the following de- 
velopments: 

“1. A growing realization by manage- 
ment, employes, and government that 
protection is needed in cases of catas- 
trophic medical bills. Recent publicity, 
particularly on statistics relating to high 
medical costs, emphasizes the fact that 
most basic hospitalization and surgical 
plans inadequately cover the medical 
costs of the serious illness or accident. 

“2. There is a trend toward increas- 
ing the size of the groups eligible for 
major medical insurance. While origi- 
nally the majority of plans were limited 
to employes earnings $5,000 or $6,000 per 
year, many of the newly adopted plans 
are now being offered to all regular 
employes. In addition, it is now com- 
mon practice to extend these plans to 
the dependents of employes. The Sears 
Roebuck plan illustrates both trends. 
When established in 1952 it was offered 
to all regular employes with 24 weeks of 
service. Earlier this month it was of- 
fered to dependents. In each case the 
response was enthusiastic. 

“3. Basic hospital - surgical plans and 
major medical plans are beginning to 
overlap. Many students of this subject 
feel that there is little logic in the estab- 
lishment of a major medical plan, char- 
acterized by one design being super- 
imposed on a basic plan of quite differ- 
ent design. If the principles of the 
deductible, co-insurance, and high maxi- 
mum benefits are good for major medi- 
cal, why shouldn’t these principles be 
extended to the basic plan? In a very 
few cases, just such an amalgamation 
has occurred resulting in a ‘compre- 
hensive’ plan such as the one we have 
established for our own organization. 
Under our plan, all medical expenses in 
or out of a hospital are subject to 
25% co-insurance, and a small deductible 
($50 or $100 depending on salary) is 
applied to all expenses except those for 
routine hospital care. 


Claims Handling Standards Evolved 


“4. Standards are evolving fer the 
handling of claims and the preparation 
of premium quotations. Originally all 
claims were carefully scrutinized by in- 
surance company home office officials 
and premium quotations could only be 
prepared by the home office. Now there 
is at least one large company that has 


delegated these responsibilities to local 
offices. This is not a universal trend. 
It should be noted that under some im- 
portant plans, such as that for General 
Motors, much of the claims administra- 
tion has been centralized in one loca- 
tion. 

“5. To an increasing extent protec- 
tion will be offered to pensioners. Many 
important basic plans of hospital - surgi- 
cal protection include limited benefits for 
pensioners but thus far major medical 
insurance has not been extended to this 
group. Undoubtedly some form of major 
medical protection will be extended to 
pensioners in the future; and it seems 
logical to assume that ‘claims control 
could best be exercised by the use of a 
high co-insurance factor. 

“6. The future may reveal increasing 
interest by employers in self-insurance 
(providing coverage without the use of 


an insurance company). This, of course, 
will be the result of the new tax law 
which holds that medical benefits (in- 


sured or not) are not taxable income to 
employes. Self-insurance would seem 
more appropriate for a basic plan of 
hospital-surgical benefits than for major 
medical plans; but we know of one im- 


portant company that is ready to self- 
insure its major medical plan because 
it considers insurance company rates to 


be excessively high. 

“7. Today there are wide differences 
in the major medical plans being of- 
fered by various insurance companies. 
Only the future will reveal who is right 
on important questions like these: 

(a) Should the plan maximum (for 
example $5,000) apply to each disabil- 
ity or to each person? 

(b) Will insurance company require- 
ments for reinstatement of the maxi- 
mum prove acceptable in practice? 

(c) Should so-called ‘total disability’ 
be required for claims to be valid? 


“8. An important question for the 
future concerns the attitudes and de- 
mands of labor unions in the field of 


medical insurance. Generally, unions 
desire full payment of all medical bills— 
the small ones as well as the large ones. 
They also demand that employers pay 
most or all of the cost. In short, they 
like broad coverage and high limits, but 
show little enthusiasm for such claims 
control features as the deductible and 
(Continued on Page 38) 


Roy Templeman at 75 Is at 
Height of A. & H. Career 





Blakeslee-Lane 
F. LEROY TEMPLEMAN 


F. Leroy Templeman, accident and 
health manager of Maryland Casualty, 
3altimore, observed his 75th birthday on 
Wednesday, November 3, and this mile- 
stone will be remembered by a host of 
friends. Mr. Templeman has spent his 
entire insurance career of 55 years with 
the Maryland and is its oldest depart- 
ment head in point of service. 

He also has the distinction of having 
been one of the founders of the Interna- 
tional Claim Association and has been 
its treasurer for 45 years. He attended 
the organizations il meeting of the asso- 
ciation, held in the old Knickerbocker 
Hotel, New York, and has missed few 
annual meetings since that time. 

One of the “elder statesmen” of the 
3ureau of Accident & Health Under- 
writers, Mr. Templeman was chairman 
of its governing committee in 1927-29. 
In addition to serving for many years 
on my committee he also served in 
1952-53 as chairman of the policy lan- 
guage font 0 and now heads the 
subcommittee on doctor and hospital re- 
lations. 

Mr. Templeman started 
Maryland as a file clerk in the claim 
department at $3 a week. He has been 
head of its A. & H. department for many 
years. 


with the 


Cal. Court Denies Appeal 

The California Supreme Court has 
denied the United Insurance Co. of Chi- 
cago in its appeal seeking to restrain 
Insurance Commissioner John R. Ma- 
loney from proceeding with action accus- 
ing the company of misrepresent: ition. 





The HOOSIER 


CASUALTY COMPANY 


Announces: 





SECURE-O-MATI 


A NEW KEY TO LARGER A & H VOLUME 


For Full Details Write to 
The Company's Home Office 
333 N. Pennsylvania Street 
INDIANAPOLIS, INDIANA 








Federal Employe Ins. Study 
To Be Submitted by Dec. 15 


The Health & Accident Underwriters 
Conference in its current group bulletin 
reports that the Civil Service Commis- 
sion will have concluded its collection 
of information on how to set up Federal 
employe health insurance and will pre- 
sent it to representatives of the White 
House by December 15. Consultz ation by 
the Government representatives is going 
on with insurance industry representa- 


tives, Blue Cross - Blue Shield and inde 
pendent plans. 
A combination of the iidae that all 


three have to offer will probably be put 
forward in draft legislation. The Govern- 
ment will probably pay up to $26 a year 
toward the cost of the plan for each 
Government employe. 

One problem that has to be resolved 
is what to do about overseas empk yes 
What with differing medical care price 
levels, disparity of health facilities and 
sensitive diplomatic situations, private 
carriers or Government self-insurers or 
bids from individual insurance compa- 
nies will not be looked for until enabling 
legislation has been set. 


Security Mutual Casualty 
Insures Swift & Co. for Health 


Security Mutual Casualty of Chicago, 
orgé nized by Swift & Co., meat packers, 
in 1913 to write its workmen’s compensa- 
tion, will provide Swift with comprehen- 
sive health coverage similar to what four 
big insurance companies are now pro- 
viding the rest of the meat industry. 
Hospitalization will be for 70 days, full- 
coverage, semi-private accommodations 
with unlimited extras and emergency 
treatment. There will be complete 


maternity with no limitations. All de- 
pendents are covered. Polio is $5,000. 
Medical payments: In-hospitals, first 
visit, $10—$3 for next 69 visits. 

The old carrier was Blue Cross-Blue 
Shield. Additional refinements in con- 
tract include: out-patient and non-bed 


patient hospital surgical costs and use 
of operating room. If hospital so oper- 
ates, 15% of the allowable benefit for 
the surgical procedure can go to an 
outside anesthesiologist. When two 4n- 
cisions in a single trip to the operating 


room are made, benefit for each proce- 
dure is allowable. f 
This is Security Mutual’s entry into 


No plans 


the group hospitalization field. 
additional 


are contemplated to take on 


risks in this line. The company does 
write disability benefits in three states 
with compulsory coverage laws 





Change Stand on Federal 
Health Reinsurance Bill 


The Indianapolis Star no longer edi- 
torially favors the Administratien’s pro- 
posals for health reinsurance. Two edi- 
torials in favor of the measure drew 
fire from E. A. McCord, president, Ili- 
nois Mutual Casualty, and others in the 
industry. 

Mr. McCord 
ing out major 
available without 


wrote the editors point- 
medical insurance was 
reinsurance by the 


Government. In a third article, out late 
last month, the editors acknowledged 
their reversal of stand. They said: “The 
insurance industry’s own failure exten- 


sively to dramatize its contributions and 
to capitalize on them with the public 
is also responsible for widespread mis- 
conceptions.” 


Craftsman Election Broadcasts 


Local, statewide and national election 
? 

returns on the night of November 2 
were broadcast by Craftsman 


Insurance 


Co. as a result of a contract with 
WNAC, Boston. The Craftsman mes- 
sage was featured throughout the eve- 


ning as WNAC and the Yankee-Mutual 
networks provided election coverage for 
all the states in which elections were 
held. Advertising agency involved was 
Silton Brothers, Inc. 
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Why Didn’t FTC Call 
Ins. Trade Conference? 


BEFORE MAKING A. & H. CHARGES 

This Question ened in “Printers’ Ink” 

Editorial; Give Better Business Bureaus’ 
Reaction to Complaints 


The FTC against 17 A. & 


H. writing companies continued to domi- 
nate the scene this week, and the most 


complaints 


frequently heard comment was that the 
FTC had promised to take up the com- 
plaints with the companies charged with 
misleading advertising before giving na- 
tionwide publicity to the charges, but 
did not do so. Up to mid-week the 
Commission had remained silent on this 
point. In this connection the Health & 
Accident Underwriters Conference in its 
current News Letter observed: 

“Presumably FTC’s jurisdiction argu- 
ment would contend a right to proceed 
against companies because in their multi- 
state operation, there may be one state 
that falls behind in regulation.” 

Considerable attention was given to 
the FTC charges by “Printers’ Ink,” 
well known advertising journal, which in 
its October 29 issue posed the question: 
“Has FTC dropped the conference idea ?” 
Editorializing on this question “Printers’ 
Ink” said: “Probably not. But some ob- 
servers on the scene in Washington are 
wondering. In the past the FTC has 
called a trade conference before issuing 
complaints as industry-wide as the cur- 
rent insurance advertising action. To- 
bacco companies received such benefits. 
But not the insurance companies. 

“Among those surprised at FTC’s ac- 
tion is Robert E. Freer, former FTC 
commissioner and now in private od 
practice in Washington, D. C. He said 
‘I had hoped for the possibility of invi- 
tations to a trade conference rather 
than the issuing of complaints.’ He re- 
called that some time back a start was 
made toward conferences. There’s some 
doubt whether insurance companies 
wanted conferences. Most of them have 
shied away from them in the past, espe- 
cially in their relations with Better 
Business Bureaus.” 


V. H. Nyborg of BBB Issued Warning 


noted by “Printers’ Ink” 
that Victor H. Nyborg, president of the 
Association of Better Business Bureaus, 
was one of the first officials to point up 
the seriousness of the situation to the 
insurance companies. He warned that 
“it is evident the Federal government 
through the Federal Trade Commission 
believes that the public is not adequately 
protected under the insurance laws of 


It was also 


states in which a company may do busi- 
ness.” 
Mr. Nyborg said that this may come 


as a shock to some people, “but it must 
be obvious to all concerned that if it is 
proved the public is not adequately pro- 
tected against trickery or fraud under 
state laws or by the voluntary efforts of 
the companies themselves, some other 
means of protection for the public as 
well as legitimate competition inevitably 
must be invoked.” : 


Few A. & H. Complaints to BBB 


It was further brought out that ac- 
tually the number of complaints about 
A. & a. insurance to Better Business 
3ureaus has been low. A spot check of 
26 cities by the Association of Better 
3usiness Bureaus shows only 84 com- 
plaints during the month of September. 
And for the entire year 1953 the com- 
plaint total for 97 BBBs was 3,162. 
compares with 3,315 in 1952 and 2723 
in 1951. 

“The number of inquiries — requests 
for information about health, accident 
and medical insurance—is a “os 
story. In September this year the BBB 
in 26 cities received 1,779 inquiries. 

“For the year 1953 the 97 BBBs re- 
ceived 43,200 inquiries, compared with 
38,118 in 1952 and 29,319 in 1951. 

“These figures emphasize the tremen- 
dous educational program needed in the 
insurance field. This holds true for all 
types of insurance. Last year the BBBs 





handled more than 115,000 inquiries and 
complaints on all insurance. 


“Life” Ad of Bankers Life & Casualty 


“Printers’ Ink” also calls attention to 
the fact that some A. H. companies 
are trying to do an education job, some 
on their own and others in cooperation 
with the Better Business Bureaus. A 
case at point is the double page spre: id 
which was carried recently in “Life” 
magazine by Bankers Life & Casualty, 
Chicago. It featured a tieup with the 
BBB by urging readers to send for 
BBB’s booklet, “Facts You Should Know 
About Accident and Health Insurance,” 
before investing in hospitalization insur- 
ance. John D. MacArthur, president of 
the company, told Bankers L. & C. field 
forces that names on coupon requests 
received for the booklet should not be 
considered as sales leads. 


No Decision Yet by NAIC 


Reportedly the executive committee of 
National Association of Insurance Com- 
missioners reached no decision as to its 
course of action at its recent session in 
St. Louis, called to consider the FTC 
complaints and jurisdiction. While there 
are many in the NAIC ranks who con- 
sider the complaints as a threat to state 
regulation of insurance, it was decided to 
defer action until more Commissioners 
could be consulted. This undoubtedly 
means that the FTC situation will loom 
up large at the forthcoming mid-year 
gathering of the Commissioners in New 
York City. 

Knowlton’s Union League Club Talk 

Donald Knowlton, New Hampshire, 
NAIC president, whose talk on FTC 
jurisdiction at the St. Louis annual 
meeting of National Association of In- 
dependent Insurers made quite an im- 
pression, repeated this talk last week 
before the insurance membership group 
of Union League Club, Chicago. 

A well considered, carefully composed 
address, it was followed as intently by 
the Chicagoans as it was in St. Louis. 
Commissioner Knowlton was made to 
feel especially at home as his head table 
companions were President Lester Har- 
vey and Vice President A. V. McKowen 
who were in the city. 


Two Selective Hospital Plans 
Issued by Peerless Casualty 


Peerless Casualty of Keene, N. H. has 
recently put on the market two new 
commercial selective hospital policies, 


one for the family and the other for in- 
dividuals. The program, which is the 
result of several months’ work by Ed- 


A. Smith, A. & H. superintendent 
company, has received approval 
30 states in which the Peerless 
has 
the 


mund 
of the 
in some 
is desirous of writing business. It 
met with the general approval of 
field forces. 

The new selective hospital policies 
provide straight indemnity and pay up 
to $25 a day regardless of the cost of 
the hospital room. By way of simpli- 
fying the plan the company stipulates 
that a form be completed by the hospital 
as to the diagnosis and the length of 
time spent in the hospital by the insured. 
The company will then pay according to 
the amount stated in the contract with- 
out securing bills. By this procedure the 
Peerless by-passes miscellaneous fees. 

According to Mr. Smith “this is the 
broadest contract we have written to 
date. Our maternity schedule in connec- 
tion with the selective family policy con- 
tains the terminal maternity benefits 
recognized by the state of Michigan. The 
only exclusions are for workmen’s com- 
pensation, war or while serving in the 
armed forces. The coverage can supple- 
ment any existing plan, and the policy- 
holder will know immediately on leaving 
a hospital the amount of payment due 
him under the contract.” 

It is further noted that if a policy- 
holder is covered for $25 a day indem- 
nity, this amount is paid to him even if 
the room charge is only $12 a day. 


SEABOARD SURETY DIVIDEND 

The Seaboard Surety Co. has declared 
a quarterly dividend of 45 cents payable 
to stock of record November 10. 


Foust On Major Med. 


(Continued from Page 37) 
co-insurance. In spite of the fact that 
the deductible and co-insurance are not 
popular with many unions, it is signifi- 
cant that already there are union nego- 
tiated major medical plans in the utility, 
oil, and copper industries. If employers 
offer this benefit in the future, they may 
be able to offset demands for increas- 
ingly expensive basic hospital - surgical 
benefits. 

“QO. We believe coverage under major 
medical will become broader in the fu- 
ture. For example such plans could: 

(a) Cover workmen’s compensation 
cases to the extent that state bene- 
fits are less liberal than those of the 
major esi plan. 

(b) Cover most of the benefits once 
provided by basic plans. A compre- 
hensive plan combining basic and ma- 
jor medical benefits would be one 
way; and another would be a _ plan 
providing hospital benefits under a 
basic plan with all other medical and 
surgical benefits under a major medi- 
cal plan. 

(c) Include broader 
covered benefits such 
licensed osteopaths and practical 
nurses (provided they are not pri- 
marily engaged for housework). 

“10. Finally there is much conjecture 
about the future trends regarding the 
sharing of costs between employes and 
company. While individual philosophies 
on this question vary just as widely as 
they do concerning payment for pension 
and insurance benefits, it is our belief 
that the trend will be away from the 
‘employer-pay-all’ basis. 

“Not all of us who work in this field 
of major medical insurance agree on de- 
tails relating to its future development. 
But there is nearly universal agree- 
ment on this—major medical is here to 
stay. It has a great future!” 


definitions of 
as the fees of 


Bureau of National Affairs 
Survey on Employe Health 


A booklet on employe group health in- 
surance has been prepared by the Bu- 
reau of National Affairs, Washington, 
D. C. It is based on facts and opinions 
turned up in a study of 166 firms. A 
board of 200 personnel and industrial re- 
lations directors helped prenare_ the 
booklet, “Administration of Health & 
Welfare Plan, Survey No. 25 of the 
BNA’s Personnel Policies Forum, July, 
1954.” 

The study differentiates finds on 
smaller firms (1,000 or less employes) 
and larger ones (more than 1,000 em- 
ployes). Some of the topics highlighted 
in the booklet are: who handles admin- 
istration of health plans in the firms; 
how strong the union’s role is in admin- 
istration; measures to prevent malinger- 
ing; how well benefits have kept pace 
with rising costs; what steps are taken 
with hospitals and doctors to reduce 
claim costs; advantages of insurance 
carriers versus Blue Cross-Blue Shield 
(both small and large firms favor the 
carriers at least 2-1); problems arising 
from double coverage; how to publicize 
health and welfare programs to em- 
ployes; a sampling of which benefits em- 
ployes like most; a series of specimen 
forms and cards for insurance reporting 
and record keeping. 

The booklet is available at a cost of 
75 cents and may be ordered through 
the Health & Accident Underwriters 
Conference. 


Emphasize Public Relations 

A recent issue of “Standard Service,” 
house organ for the agency field force 
of Standard Accident, Detroit, and its 
affiliate, Planet, was devoted to the sub- 
ject of public relations as it applies to 
a local insurance agent. 

The lead article, entitled “Agency 
Public Relations,” outlined under nine 
sub-topics what public relations is, what 
it does, and why it is necessary to the 
success Sf the insurance agent in his 
community. 


Dougherty Address 


(Continued from Page 33) 


a national association which in time 
will serve as a sounding board on insur- 
ance matters of national import. 

“I believe,” he continued, “I can safely 
say that buyers of insurance, as a group, 
are unalterably opposed to any regimen- 
tation that would put the insurance in- 
dustry in a strait jacket. They believe 
that financial stability can be achieved 
without sacrificing the benefits that 
come from competitive enterprise. They 
believe that it is essential in the public 
interest to have differentials in 
forms of coverage, and the services that 
insurance companies perform. They be- 
lieve all of these things can be accom- 
plished without inequities in classifica- 
tion of risks, without discrimination, and 
without a rate structure so low as to 
etd the solvency of the compa- 
nie 

“They believe that a certain amount 
of regulation is necessary to prevent 
abuses, but they look suspiciously at 
regulatory statutes that contain provi- 
sions, which if not properly or prudently 
administered, would lead to the strangu- 
lation of the industry and the detriment 
of the public.” 


SEUA Decision Not Yet Felt 


The speaker declared that the full 
impact of the Supreme Court’s decision 
in the SEUA case and the resulting 
regulatory legislation that has been en- 
acted by the several states has not as 
yet been felt by either the companies 
or the buyers of insurance. However, 
said Mr. Dougherty, in the light of what 
has transpired, it would appear that the 
insurance buyers can reasonably antici- 
pate the following developments: a more 
equitable rate differential between classi- 
fications of business; an increase in 
overhead expenses of the companies 
which will eventually find its way into 
the rate structure; more uniformity in 
coverages and rates; an increase in the 
amount of business written by non- 
bureau companies and a consequent re- 
duction in agency commissions. 

In the concluding remarks of his ad- 
dress, Mr. Dougherty mentioned the 
subject of public relations which he be- 
lieved to be of paramount importance to 
his audience as representatives of the 
insurance industry. He said that public 
relations is a broad term that comprises 
the whole field of contacts between an 
individual, or an organization, and the 
public. “When we speak of good public 
relations we mean that we have made 
friends, created good will, and have nur- 
tured a warin and receptive attitude on 
the part of the public,” he continued. 


Public Relations 


Mr. Dougherty cautioned that the 
public must be educated in the function 
of insurance—that the risk of loss to 
one person is made secure by the con- 
tribution of many persons to a general 
fund which is administered by the in- 
surance companies as trustees. The pub- 
lic must be educated in insurance com- 
pany finances and made to understand 
that there is no mysterious source of 
supply, no cornucopia, from which claim 
dollars can be obtained in unlimited 
amount. The public must be educated 
to understand that an insurance policy 
is not an open check that only has to 
be filled in for the specified amount 
when loss occurs. 

“The payoff of any public relations 
program is at the ‘grass roots’ and that 
payoff will be reflected in the attitude of 
the Jones’ and Smiths’ with whom you 
do business every day. 

“Denendent upon the policies that you 
and your companies pursue,” he con- 
cluded, “you will either be tarred and 
feathered and treated with contemptu- 
ous indifference or you will be received 
with open arms and feted with the gar- 
lands of success. For your sake and for 
the insurance industry I sincerely hope 
that it will be the latter.” 
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NORTH AMERICA’S UNIQUE BURGLARY CONTRACTS 
point the way to expanding business 


NORTH AMERICA COMPANIES 


Insurance Company of North America 
Indemnity Insurance Company of North America 
Philadelphia Fire and Marine Insurance Company 


Philadelphia 1, Pa. 





PROTECT WHAT YOU HAVE© 


Pioneers in Protection—serving with 20,000 Agents in the Public Interest 


The many exclusive forms of burglary coverage, available 
to you only as an Agent of the North America Companies, 
can be important competitive weapons in your program 
to hold and expand your present business. 

No other company writes the Personal ‘Theft Policy, 
with its world-wide coverage, Broad Form Safe Depository 
Policy, the Civic Groups Policy, and Broad Form of Ware- 
houseman’s Liability Policy.* In addition, there are many 
other important differences in policies developed and 
offered by the North America Companies to help you meet 
the need of your clients for better, broader protection. 

These exclusive policies and the unique features of 
many others, first introduced by North America, are in- 
cluded in a long list of “Plus Values” that comes from 
representing the North America Companies. Find out 
for yourself how it will pay you to become associated with 
this progressive, pioneering insurance group. Write, see 
or telephone the Manager of our nearest Service Office. 


*In New York, Texas and Louisiana, standard forms must be used, according to law. 



































How to help y 


our clients 


keep doing 


during a 


pla 


HEN an accident happens to vital 
Wea (a boiler lets go—steam 
turbine blading strips—a _ production 
vessel explodes or collapses), repairs can 
be very costly. 

But far more serious than repair or re- 
placement costs is the stoppage of produc- 
tion. 

An idle plant makes no money. 

Travelers Business Interruption (Use 
and Occupancy) insurance will bridge this 
gap for your clients. When production is 





interrupted because of a machine break- 
down, this insurance will pay them the 
profits they would normally have made. 
It will also reimburse them for the fixed 
charges and continuing expenses the idle 


plant does not earn. And it takes care of 


expenses to avert loss of production. 

You provide for your clients the services 
of The Travelers large and competent en- 
gineering staff with The Travelers Boiler 
and Machinery Business Interruption 
policy. 


breakdown 


These engineering specialists, working 
out of Travelers offices strategically located 
from coast to coast in the United States 
and Canada, are experts at helping keep 
plants going, experts at putting equip- 
ment back into .operation when a break- 
down does occur. 

For full information about The Travelers 
Boiler and Machinery Business Interrup- 
tion policy, see your Travelers field man. 


He’ll be happy to help you get started. 


THE TRAVELERS INDEMNITY COMPANY - Hartford, Connecticut 














